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Mr. Alexander has a nationwide reputation as a 
writer on Life Insurance, and speaks with author- 
Incorporated by the State of Illinois 1895 ity. 
This, his latest book, will be useful to all classes 
of readers, and can be readily understood even by 
T. F. BARRY, FOUNDER those who have had no previous knowledge of 

life insurance. 

It clearly explains the principles on which all 
sound life insurance rests, and describes the many 
important services that it renders to the public. 
It will have special value for those who are com- 
prised in the following categories: 


CLAIMS PAID “ON SIGHT” i Business men who ought to have some accu- 


rate knowledge about this most important 
industry. 


Men and women who have capital for invest- 
ment. 


Managers who are responsible for the train- 
ing of soliciting agents. 


Agents who wish to give their important 
clients some idea of the scope and value of 
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life insurance, and the many ways in 
which it can be utilized. 


Banks, trust companies, writers, economists 
and philanthropists. 


Professors and teachers who are in charge 
of insurance classes. 


Public and private schools throughout the 
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ACTUARIAL MEETING 


American Institute Elects Arthur 
Coburn President 


MANY INTERESTING PAPERS 


Marion Souchon and S. E. Allison Discuss 
Conduct of Business in Central and 
South America 
Des Mornes, IJa., June 9.—Everything from 
osculatory interpolation to mortality in Hon- 
duras was discussed at the spring meeting of 
the American Institute of Actuaries, in session 
at Des Moines, June 7 and 8, attended by about 
250 actuaries from all sections of the United 
States and Canada, representing sixty-nine in- 

surance companies. 

Arthur Coburn of New York, vice-president 
of the North American Reassurance Company, 
was elected president of the organization, suc- 
ceeding John D. Parker, actuary of the Im- 
perial Life Assurance Company, Toronto, Can., 
who had served as president for two years. 
Other officers elected include Thomas A. Phil- 
lips, vice-president of the Minnesota Mutual 
Life Insurance Company of St. Paul, vice- 
president; E. G. Fassel, assistant actuary of 
Northwestern Mutual Life Insurance Com- 
pany of Milwaukee, Wis., secretary; W. M. 
Johnson, actuary of Central Life Insurance 
Company of Chicago, IIl., treasurer; E. R. Car- 
ter, actuary, National Life Insurance Company, 
Chicago, Ill., librarian; B. J. Stookey, secre- 
tary, Illinois Life Insurance Company, Chicago, 
Ill, and R. A. Hohaus, assistant actuary, 
Metropolitan Life Insurance Company, New 
York, N. Y., members of the board. 

President Parker, in his annual address, ex- 
pressed great satisfaction over the substantial 
increase in membership attained by the Ameri- 
can Institute during the past two years, and 
the establishment of permanent headquarters in 
the city of Chicago, to be under the control of 
the secretary. 

“The practical work of handling the system 
by which the life insurance companies’ with- 
drawal rates are determined from experience, 
carries with it many difficulties.” 

Walter G. Bowerman, actuary, George Wash- 
ington Life Insurance Company, Charleston, 
W. Va. declared in his address on “With- 
drawal Rates and Influences Affecting Them,” 
“It may be anticipated that withdrawal rates 
will receive more attention in the future than 
they have in past years,” Mr. Bowerman added: 
“This situation is due to the well recognized 
importance of 
great change in such rates caused by the war, 


conservation of business; the 


svtie z ° e . bd 

influenza, and the disturbance of economic and 

commercial prosperity ; the tendency to hold re- 
(Concluded on page 9) 


PHILADELPHIA AGENTS 
REBEL 


Large Group Refuses to Agree to East- 
ern Underwriters Association Scale 


SET FORTH FIVE CHANGES 


Wants Limit of Two Agencies and Over- 
riding Commission of 10 Per Cent 
PHILADELPHIA, PENNA., June 12.—The Asso- 
ciation of the Fire Insurance Agents of Phila- 
delphia will not accept the Eastern Underwrit- 
ers’ agency agreement, a member prominent in 

the association declared today. 

Although committees representing the agents 
and the companies worked for two long years 
to reach an amicable agreement, their work is 
now all in vain for the association has as its 
members the leading agencies in Philadelphia 
and forty-eight of them have signed a paper 
opposing acceptance of the new agreement. 

The agency agreement committee, which is 
headed by Charles K. Yungman, and which, in 
addition, is composed of Walter H. Chase, 
George R. Packard, Charles T. Monk, Walter 
S. Detwiler, Leonard M. Addis and Robert M. 
Coyle, has the subject under discussion now. 
When the committee has reached a decision, it 
will call a meeting of the association to pass 
upon its suggestions. 

Members of the committee refuse to discuss 
The companies are also rather 
30th sides seem to feel that 
The com- 


the situation. 
shy of publicity. 
any publicity now would be harmful. 
panies regret the action of the association very 
much. They are sorry to see’ it but they do not 
believe that the agents will gain anything, the 
opinion seeming to be that all concessions possi- 
ble have been made the agents and that no fur- 
ther concessions could possibly be made. 

The Association, however, demands the fol- 
lowing five changes: 

1.—That the two-agency limitation should be 
guaranteed Philadelphia agencies in place of the 
present three-agency infraction that is in force. 

2—Agents should be assured a 10 per cent 
over-riding commission on all classes. 

3.—An agreement between agency companies 
and local companies must be made whereby ac- 
quisition cost to these companies, including lo- 
cally managed offices of otherwise agency com- 
panies, would be limited to commissions paid 
local agents. 

4.—Enforcement of the Philadelphia Board’s 
rule with the companies agreeing to discontinue 
reinsurance among offices and companies on any 
other basis than brokerage commissions, as set 
forth in that rule. 

5.—Discontinuance of main- 
tained by various companies in excess of the 

(Concluded on page 13) 
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branch offices 








THUMB SCREWS ON PLATE 


GLASS 


Profits Gradually Being Squeezed Out 
of This Line 


MORE RATE REDUCTIONS IN 
OFFING 


Competitive Conditions, Plus Additional 
Companies, Causing Woe in Under- 
writers’ Camps 
Extraction of the “It” from the profit in 
plate glass insurance seems the next move on 
the calendar of reduction, and 
supervision in the insurance Plate 
glass coverage, as a line, is between thumb 


competition 
business. 


screws that are slowly pressing the juice from 
this particular orange. 

Not long ago, the indemnity protection on 
plate glass was broadened by allowing the pol- 
icy to remain in full force without extra pre- 
mium after breakage had been sustained. Then 
came the agitation for rate reductions and next 
the rate reductions themselves. Just to aggra- 
vate conditions, greed for volume plus the entry 
of companies into this class brought about an 
elasticity of commission payments in some quar- 
ters that amounted almost to a throat-cutting 
kindness in the matter of 
remuneration for business turned in, added to 
very friendly adjustments on claims presented 
agents or brokers, has had a 


system. Excessive 


by “deserving” 
marked effect on the plate glass loss ratio and 
has, furthermore, been the basis of rate reduc- 
tion orders whether justified or not. 

Now, just after rates on plate glass insur- 
ance in New York have been lowered by 16234 
per cent, there is said to be a feeling on the part 
of at least one member company of the Na- 
tional Bureau of Casualty and Surety Under- 
writers, that a country-wide reduction, 
lowering the tariff still further, is indicated. 
Just how the other member companies of the 
plate glass division of the National Bureau, as 
well as those in the Moore Plate Glass Bureau, 
will “cotton” to such an idea may be inferred 
without the use of extraordinary powers of in- 


rate 


ference. 

The ten leading companies (from the stand- 
point of plate glass premiums received), had 
a total premium income in 1927 of $7,658,158. 
That represents a sizable volume of business 
but, and here is the proverbial fly in the oint- 
ment, it is $904,692 less than the ten leaders 
1926. 10.6 
The big carriers of this line were 


wrote in The decrease amounts to 
per cent. 
not getting as large a slice of the cake as for- 
merly. Competitive conditions and the entry 
of new companies into the field are apparently 
Plate glass premiums for all stock 


(Concluded on page 19) 


responsible. 
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HIE Hartford market in insurance stocks is 

very well covered in a column run in the 
Hartford Courant by A. E. Magnell, financial 
editor. I generally glance at it every day. The 
other day Mr. Magnell deviated somewhat from 
the serious vein and included in his column the 
following bit of rhyme and the explanation 


accompanying it. 
* ok x 
‘ ‘Ww Hl. WEBLING, district agent of the 
e travelers Insurance Company, at 
Brantford, Canada, now the guest of John L. 
Way, director of the Travelers, is occasionally 
moved to poetic action. He contributes fre- 
quently on golfing subjects and is an associate 
editor of the Canadian Golfer. He is the author 
of a couple of books of poems. Monday's mar- 
ket crash makes his latest contribution as fol- 
lows most timely.” 


LAMBS 
Where do all the lambs go 
When the market’s down 
And the skies financial 
Freeze them with a frown? 
Maybe they are hiding 
Lost in misery, 
Bleating to their brokers 
“I hear you calling me!” 


Otherwise we see them 
Gathered round the tape 
Watching each quotation 
With the eye of Fate, 
Each one oozing wisdom 
Full of tips galore 
Spreading information 
Confidential, sure. 


When, alas, the market 
Suddenly recoils 

And the Bears voracious 
Gobble up the spoils 

All the little lambkins 
Gamboling so gay 
Make a hurried exit 
By the nearest way. 


This is why I'm asking 

Where the lambkins go 

When the smiles of sunshine 

Turn to ice and snow. 

Are they on the carpet 

At their brokers, or 

Sadly home repeating 

Like the raven, Nevermore! 

* OK oK 
NUMBER of the agents of the American 

A Life Insurance Company at the home of- 
fice of the company on Friday, June 1, presented 
to A. C. Bigger. president, on behalf of the 
entire agency, a large crayon portrait of him- 
self. The presentation speech was made by 
Don L. Sterling, a member of the Dallas City 
Agency, who stated that in his opinion the out- 
standing characteristic of Mr. Bigger was sin- 


cerity. 





— it was only an auction, but 
such an auction! Thus it happened: On 
June 16 the employees of the National Surety 
Company, New York Indemnity Company, Na- 
tional Accounting Company and National List, 
Inc., will climb aboard the steamer “Sirius” for 
a trip up Long Island Sound to Roton Point 
on their annual outing. John A. (alias “Dap- 
per Jack”) Cochrane, vice-president of the Na- 
tional Surety, will be in charge. So far, plain 
sailing; but on a similar outing last year a 
beauty contest had been staged by and for the 
ladies—bathing suits preferred. This year the 
question arose as to which of the executives, 
members of the companies’ Alert Club, should 
act as a committee of judges for a 1928 bath- 
Now “Dapper Jack,” as 
general manager of the outing, was sure of be- 


ing beauty contest. 


ing among the esoteric few; but the beauty 
contest committee needed members and a chair- 
man—a chairman, mind you. 
x ok * 

T occurs to me that the redoubtable Jack is 

Scotch, which explains what happened. In 
the character of auctioneer he so/d the chair- 
manship of that beauty judges’ committee! The 
bidding waxed fast and furious, the eloquence 
of the auctioneer kept pace and eventually, it is 
said, the richest man in the Alert Club won. 
The rights to committee membership next went 
under the hammering verbiage of the urbane 
Scot and, when all was said and done, he had 
gleaned many shekels, coin of the realm or what 
have you. Lest you misunderstand his motives, 
I hasten to tell you that he turned it, them or 
what over to the employees to help defray the 
costs of the outing. Just the same, that would 
be an aggravated committee if the contest were 
called off on Saturday! 

* * x 
HILE I’m on the subject of National 

W Surety affairs in general or particular, 
be it known that Vice-President and Superin- 
tendent of Agents John L. Mee is the proud 
possessor of a bond dating back to Revolution- 
ary times and requiring surety of twice the sum 
involved. This proof of the early recognition 
of suretyship in the United States reads as fol- 
lows: 

Know all men by these presents that we James 
Carmicheal and Owen Thomas of the county of 
Monongahela and Commonwealth of Virginia 
are held and firmly bound into Wm. McCleary, 
Thomas Philips and John Wilson, Esquires for 
the estate of the deceased Col. Wilson, the sum 
of twenty pounds, nineteen and seven pence cur- 
rent money of Virginia to be paid into the above 
executors or to their heirs, executors, adminis- 
trators or assigns at or before the twenty-fourth 
day of October next ensuing the date hereof, 
to which payment well and truly to be made 
and done, we bind our heirs, executors and 
administrators in the penal sum of forty-one 
pound nineteen and two pence like creditors 
firmly by these. In witness whereof we have 
hereunto set our hand and seal this twenty- 
fourth day of April, one thousand seven hun- 
dred and seventy-seven. 

[Seals and Signatures] 
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F one were to glance only at the chairmen 

who presided at the various committee meet- 
ings of the National Convention of Insurance 
Commissioners at West Baden last week, with- 
out seeing the other healthy, robust delegates the 
impression might be had that it was a meeting 
of disabled veterans. Jesse Read of Oklahoma, 
chairman of the executive commitee, was recov- 
ering from a broken arm and Ray Yenter of 
Iowa, chairman of the meeting on unauthorized 
insurance, was mending a broken leg. Outside 
of trying to break a few unauthorized mail in- 
surance concerns, nothing else was broken 
although there were some wise cracks noted. 


NE of the noteworthy events of the gather- 
O ing was a reunion of the Old Guard who 
tried to settle a private difference which arose 
some time in the “Mauve Decade.” Said Old 
Guard consisting of Henry Tyrrell, Jesse Phil- 
lips, Clarence Hobbs, Colonel Button, J. Victor 
Jarry and W. S. Hartigan. Nothing was broken 
in this conference either but reports in the cor- 
ridors next morning indicated that slight bends 
were suffered. 

* ok Ox 


APID CITY, South Dakota, will be a 
R rather long trek for the Easterners but 
may be well worth while if for no other rea- 
son than to see the settling of a controversy 
started last year. There seem to be sufficient 
members of opposing political faiths to settle 
once and for all the question as to whether 
worms or flies afford the better bait for South 
Dakota waters. 

* * Ox 

. SPECTATOR correspondent felt right at 

home when the cut-rate evil in regard to 
chain stores was brought up for discussion. As 
far back as December 30, 1926, an article in the 
Fire Insurance Monthly Bulletin which dealt 
with inland marine abuses discussed this very 
phase, as a number of the chain store risks are 
covered by the inland marine floater. Our 
words at that time are still apropos: “Com- 
petition has always been a necessary impetus to 
sound business, but it must be competition of 
quality. Rate cutting is the death knell of insur- 
ance. Inland marine floaters cannot be used to 
dodge filed rates. If they are going to be so 
used, the State will be compelled to intervene.” 


* * * 


NE topic to be presented at the next con- 
O vention which may, perchance, have a far 
reaching effect, is that on acquisition costs of 
life companies. The possibilities that this sub- 
ject offer, if opened for thorough discussion, 
may bring an accord in State laws on this point 
which would necessitate drastic revision of 
acquisition methods in vogue by companies not 
operating under laws as rigid as that, for in- 
stance, under which New York companies 
operate, 
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FIXING CONCESSIONS 

IRE insurance executives in the East 

are finding their efforts to settle the 
agency commission both difficult and un- 
satisfactory. Under the rather lax juris- 
diction of the old Eastern Union this 
problem gradually developed to a point 
which finally made it a major issue, but 
which had become so involved and en- 
tangled as to almost defy solution. With 
the formation of the present governing 
body, the Eastern Underwriters’ Associa- 
tion, conferences were held and the pros- 
pects for an amicable adjustment seemed 
These bright prospects proved a 
The commission 


bright. 
snare and a delusion. 
situation in the East is almost as un- 
settled as it ever was although nearly 
two years have passed since the problem 
was first attacked. In some few spots, it 
it true, there have been results, but in 
others an even worse situation has devel- 
oped, so that, on the whole, progress has 
not been too great. The difficulties have 
been tremendous and company executives 
have found themselves a target for bitter 
complaint no matter what they do. The 
problems arising out of the amendment 
to the Ramsey Act in New Jersey almost 
caused a genuine upheaval and harassed 
many officials to the point where they 
positively refused to talk upon the sub- 
ject. These problems in themselves were 
a development of dissatisfaction with the 
original action of the Association in re- 
spect to New Jersey so that New Jersey 
has been an extended source of trouble, 
which is by no means yet concluded. If 


JHE SPECTATOR _ 


this were not serious enough, an important 
New York 


tempting to intervene on the basis that 


brokers’ association is at- 
the recommended brokerage for New 
Jersey offers no opportunity for a profit, 
if any honest service is rendered. The 
agents in Philadelphia are staging a 
private revolt of their own, and rumor 
has it that a similar difficulty impends in 
Pittsburgh. 

The answer to the whole question, of 
course, lies in the fact that the problem 
has become so involved by a multiplicity 
of factors that it cannot be solved with- 
out a radical upheaval. No way will ever 
be found for satisfying all concerned. It 
is probable that no way will ever be 
found which will not be unfair to some. 
In fact the interests of the agents them- 
selves differ even more widely than those 
of the companies. Fach and every one 
of them, quite naturally, is working in 
deadly earnest to prevent any changes 
which would be detrimental to his spe- 
cial interest and to further any change 
which would give him an opportunity to 
increase his business and income. Yet 
the companies feel that they must estab- 
lish commission scales which are explain- 
able to the public and sufficient to offer 
an opportunity to the agent to make a 

No doubt the 
Association will 


good living for himself. 
Eastern Underwriters’ 
proceed as carefully as possible, in pro- 
mulgating permanent scales, but once 
such action has been taken it would seem 
to be the part of the agents to adapt 
themselves to the new conditions, rather 
than to stage annoying and highly dis- 
turbing revolts. It is an able man who 
can take life as he finds it and make it 


serve his purposes. 





INFLUENCE OF SALES EDUCATION 


INCENT B. COFFIN, who has 
V just taken up his duties as educa- 
tional director of the Penn Mutual Life 
Insurance Company, made some interest- 
ing observations last week upon the in- 
fluence exerted by the class in life insur- 
ance at New York University. Mr. Cof- 
fin points out that, as regards the work 
done by the system: 

At New York University, the classes have 
been steadily increasing, not only in size but 
in quality. An increasing number of men with 
good fundamental educations, including a num- 
ber from other professions, have been taking 
up life insurance. These students are particu- 


~ 
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larly eager to secure a sound and extensive 
training at the outset of their life insurance 
careers. The trend in all lines of industry 
toward specialized training is finding a clear 
reflection in our business. 

Within the last year the New York Univer- 
sity course has drawn students from all over 
the United States. Also, two company officials 
have come to the course from foreign countries. 
Jose Shlamovitz, of the agency department of 
La Continental in Buenos Aires, and Francis 
Hausner, secretary of the Slavic Mutual Bank 
of Prague, Czecho-Slovakia, were these two 
Mr. Shlamovitz, since returning to the 
recruited and trained several 


men. 
Argentine, has 
groups of new agents along the lines used at 
New York University. Mr. Hausner plans to 
do the same on his return to his native land. 
Both men were much impressed with the 
friendly attitude of the American public toward 
life insurance, and indicated that the business 
in their respective countries had not yet devel- 
oped to a point where it enjoyed such universal 
respect. 

Another interesting sideline on the educational 
movement is the tendency of a number of trust 
companies to send representatives to life in- 
surance training courses. A number of bank- 
ers have received the regular life insurance 
training at New York University, and these 
men feel that their work will profit materially 
from a more thorough understanding of the 
life underwriters’ views and problems. 


Sigourney Meller to Head Philadelphia Life 
Underwriters 

PHILADELPHIA, PENNA., June 12.—New of- 
ficers will be elected and installed at the June 
meeting of the Philadelphia Association of Life 
Underwriters on Thursday night at the Belle- 
vue-Stratford Hotel. The entire slate proposed 
by the nominating committee at the May meet- 
ing, headed by Sigourney Meller as president, 
will be unanimously elected. 

Speakers at the meeting will be George H. 
Harris, supervisor of the Field Service Bureau 
of the Sun Life of Canada, and Willis J. Black- 
well, of the McWilliam & Hyde general agency 
of the Penn Mutual, of New York. Mr. Harris 
will speak on the “Broader Aspects of Life 
Underwriting,” while Mr. Blackwell will seek 
to prove that “Work” can solve the problems 
of the life insurance agent. 


Death of David G. Alsop 

David G. Alsop, actuary of the Provident 
Mutual Life Insurance Company of Philadel- 
phia, died June 9. He joined the Provident in 
1881, was made assistant actuary in 1891 and ac- 
tuary in 1899. He was a fellow of the Ac- 
tuarial Society of America and was treasurer 
of that society from 196 until his death. At a 
meeting of the board of directors of the Provi- 
dent Mutual held Monday, a minute was adopted 
expressing appreciation of the forty-seven years 
during which Mr. Alsop had served the com- 
pany “with a loyal devotion which could not 


have been excelled.” 
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ABSORBS INTER-MOUNTAIN LIFE 
California State Life Reinsurance of Utah 
Company Approved 

Approval of the transaction by which the In- 
ter-Mountain Life Insurance Company has been 
merged with the California State Life Insur- 
ance Company has been given by the insurance 
departments of California and Utah, it was an- 
nounced to-day by President J. Roy Kruse of 
California State Life. Both Commissioner 
MacQuarrie of Utah and Commissioner Detrick 
of California gave their consent to the transac- 
tion on May 17. This action immediately fol- 
lowed upon the special meeting in Salt Lake 
City of the stockholders of Inter-Mountain Life 





J. Roy Kruse 


to confirm the transfer of the stock of their 
company. 

In commenting upon this final act in nego- 
tiations begun more than six months ago, Presi- 
dent Kruse pointed out that the consolidation has 
resulted in a notably greater insurance organ- 
ization for the service of the people of the West. 
California State Life now has $100,000,000 in- 
surance in force, $14,250,000 in assets and over 
42,000 effective policy contracts. Mr. Kruse 
said: 

“To the founders and directors of both com- 
panies it has seemed particularly fitting that 
these two companies should have combined their 
activities. Each company began operations six- 
teen years ago, each always has had that sound, 
conservative management necessary to the lay- 
ing of a strong financial structure, and each has 
had a rapid and consistent growth since its or- 
ganization. 

“Present policyholders may teel the assur- 
ance that they are allied with an organization 
whose financial strength is comparable to any 
insurance company in the United States. Im- 
portant force for further advancement has been 
gained by California State Life through the 
affiliation with it of many of the directors, 
executives and field representatives of the In- 
ter-Mountain Life.” 

It was also announced here to-day that among 





the new men who will be added to the directo- 
rate of California State Life are: J. O. Carter, 
former president of Inter-Mountain Life; Rich- 
ard R. Lyman, Joshua Greenwood, Wallace 
Bransford and W. W. Ray, all of Salt Lake 
City, and A. P. Bigelow, president of the State 
Bank of Ogden. 


REINSURES COLUMBIA LIFE 
American Old Line Life of Omaha 
$15,000,000 Additional Insurance 


The contract of reinsurance entered into be- 
tween the Columbia Life Insurance Company 
of Omaha and the American Old Line Life 
Insurance Company of the same city has been 
approved by Commissioner Dumont of Ne- 
braska. The American Old Line takes over the 


Gets 


contracts, liabilities and assets of the Colum- 
bia Life which give it total assets of $1,100,000 
and insurance in force exceeding $15,000,000. 

The Columbia Life in its latest report showed 
assets of $375,000 and insurance in force of $2,- 
800,000. It has been in existence more than 
twenty years and has been operated by H. C. 
Mason as president and A. W. Mason as secre- 
tary and has written accident and health as well 
as life insurance. 

The American Old Line was organized more 
than twenty years ago at Lincoln, Neb., by W. 
A. Rankin and M. D. Hatch as an accident com- 
pany though it now is most active as a life in- 
surance company. It was purchased some years 
ago by Omaha interests and moved there with 
H. W. Kingery as president and A. W. Gordon 
and J. A. C. Kennedy as vice-presidents 








age, and he was right. 


—Golf 














Tell Them How To Be Old! 


La Rochefoucald once said that few men knew how to 


To every salesman of life insurance pro- 
tection is given the privilege of instructing 
men now young on how best to grow old. 


At 60 or 65, when fatigued bodies and 
over-taxed minds cry aloud for relief, 
how glorious it is to be able to suspend 
all business and professional activity and 
to indulge those hobbies of earlier dreams 
Fishing—Travel 


The man who can do this in the twilight 
of a successful life of service has learned 
how to be old. 


And he can do it tf the life insurance salesman 
has convinced him of the desirability of a Pru- 
dential Endowment at age 60 or 65. 


The Prudential 
Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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AGENCY DEPARTMENT 
FUNCTIONS 


James A. Fulton Before Bureau 
Gathering 





PRODUCTION NOT PRIMARY MOTIVE 





Home Life Executive Describes His Ob- 
jective in Building Up Selling Force 
Addressing the sessions of the managers’ con- 

ference of the Life Insurance Sales Research 

Bureau, held in Hartford this week, James A. 

Fulton, agency vice-president of the Home Life 

Insurance Company, of New York, made the 

following resumé of the functions of the agency 

department of a life insurance company: 

In attempting to deal with the question of the 
function of the agency department, I shall try 
to be specific rather than to talk generalities. 
Because of this desire to avoid generalizations, 
I shall of necessity be forced to talk of the 
function of our own company’s agency depart- 
ment with relation to the company as a whole. 

In speaking of this subject to a company 
executive recently, he ventured the opinion that 
the sole function of the agency department was 
to “get the business.” From this viewpoint that 
volume is the sole concern of the agency de- 
partment, I vigorously dissent. An examina- 
tion of the facts might lead us to the conclusion 
that this sole or even primary concern with vol- 
ume is responsible for most of the problems 
that rise to plague us. 

Broadly speaking, the function of the agency 
department is to formulate and carry out an 
agency program that will contribute to the 
largest possible extent to the realization of the 
principal company objectives. 

I would not presume to attempt to formulate 

such a program for any other company nor 
even state the company objectives. I can merely 
report our company’s objectives and the agency 
program by which we hope to help realize those 
objectives. 
We are concerned with getting the best pos- 
sible quality of business, both from the stand- 
point of mortality and persistency; of securing 
and administering that business with the lowest 
possible home and branch office expense and of 
investing our policyholders’ funds with the high- 
est return, consistent with safety. 

With the investment function the agency de- 

partment has relatively little to do. With the 
other factors we believe a sound agency pro- 
gram will be the controlling element. 
_Let us take, for example. mortality. We be- 
lieve that a sales organization of inferior caliber 
can produce business that in spite of the most 
careful selection will give you a high mortality. 
On the other hand, a sales organization of high 
character and intelligence can give you busi- 
ness of a type that will almost automatically 
produce a satisfactory death rate. Selection then 
is partially an agency and organization prob- 
em. 

_ Similarly, I think we have all come to real- 

Ize that how the business will renew is largely 

determined by how it was sold and by whom. 

To us it seems obvious that both home office 
and branch office expenses will be tremendously 
aitected by the average sixe policy and that we 
therefore want the type of organization that 
= produce a reasonably large average size 
licy. 





It seems obvious to us that the size of the 
individual producing unit will be a governing 
factor in determining our costs; that we can 
handle ten two hundred thousand dollar agents 
with far less cost than twenty-one hundred thou- 
sand dollar agents. 

Similarly we feel that a sound solution of 
our problem calls for larger agency units. The 
small unit of production may look profitable 
when viewed from the standpoint of direct 
agency costs alone but may not look anything 
like so profitable if the hidden costs connected 
with its operations are determined. For in- 
stance, it costs just as much to make an agency 
trip or send an auditor to a small agency as to 
a large one and strange as it may seem, our 
own experience seems to indicate that the $300,- 
000 agency uses nearly as many supplies as a 
$3,000,000 agency. 

We also believe that the remote agency far 
away from the home office and other company 
activity is likely to be a costly luxury. We 
have therefore definitely turned our back on 
the temptation to appoint every promising look- 
ing prospect who bobs up and shows indications 
of being able to get business. 

Our program calls for a rather closely knit 
organization of high grade producers operating 
in places that will support agency units of fair 
size. How are we going to carry out such a 
program? 

We feel that the matter hinges largely on 
the effective training and development of < 
group of managers and general agents in the 
key points which have been selected. To this 
end the large part of our time and energies are 
being directed. We are attempting no elabo- 
rate methods of home office training of solicit- 
ing agents nor plans to assist them in their 
work. We feel this is the function of the 
manager and we are therefore concentrating on 
the training of the managers, feeling if we 
solve that problem the other things will follow. 

We are doing this by frequent group confer- 
ences, but primarily by working with them on 
the job. With due consideration for our pres- 
ent organization we are attempting to create a 
homogenous group, having similar problems and 
near enough at hand that this training process 
can be carried out with a minimum of effort and 
expense. We believe that if properly trained 
and organized, thev will create the sales or- 
ganization that will give us an increasing vol- 
ume of business of the quality we want. Act- 
ing on this belief, we are allowing no considera- 
tions of temporary expediency or desire for 
immediate volume to swerve us from our pri- 
mary task. 

Secondarily, we are beginning the recruiting 
of a group of men acting as assistants to our 
general agents and managers. Those men will 
be similarly trained; will make for larger agency 
units and furnish us material for future re- 
placements and expansion. 

That, in the briefest fashion, is a statement 


* of the agency program of the Home Life. What 


your own should be I would never have the 
territory to suggest. I am clear, however, in 
my belief that immediate volume should not be 
its primary consideration. It seems to me that 
the need of the agency executive is for that 
tvpe of business vision which reckons not in 
terms of weeks and months, but rather of years; 
that the function of the agency department 
should be to give due consideration to the com- 
pany’s primary objectives and then to formulate 
an agency program that will realize those ob- 
jectives. 
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HOLDS HUGE PARTY 


Provident Mutual Has Reception in 
New Building 


OVER TEN THOUSAND PRESENT 


Guides Take Visitors Through Offices— 
Efficiency of New Home Stressed 


PHILADELPHIA, PRENNA., June 12—‘The 
beauty of the building lies not alone in its 
architecture but in the efficiency of the build- 
ing,” said an official of the Provident Mutual 
Life and the ten thousand odd persons, who 
visited the new home office of the building, lo- 
cated in West Philadelphia last Thursday at the 
official housewarming of the building agreed 
with him, 

The ten thousand visitors comprised policy- 
holders, officials and agents of other companies 
and just plain “folks.” They continued arriv- 
ing from two o’clock until six. Guides were 
present to take them through the building. 

Sixty-three years ago, when a feeling of re- 
lief spread through the country that the Civil 
War was over, a group of hardy souls met in 
their little rented basement on South 3rd street, 
Philadelphia, and organized the Provident Life 
and Trust. And, in their fondest dreams of the 
future, they may have visioned ten thousand 
persons inspecting a new home office building 
on a housewarming somewhere in the future. 
But it is to be doubted. For even the officers 
of the company were surprised at the large 
number of visitors Thursday. 

It was the first time in fifty years that the 
company had moved its home office. From the 
small basement on South 3rd street, the com- 
pany moved in 1866 to 114 South 3rd street. 
Six vears later, it moved to South 4th street 
and then six years later to 409 Chestnut street. 
In 1879, it moved to 4th and Chestnut streets, 
where, ten years later, it built its home office 
building and where it remained until moving 
into the new structure of Gothic architecture 
at 46th and Walnut streets. 


The new building, declares the company, “is 
something more than a mere building. It is a 
monument to the vision, the energy, the re- 
sourcefulness of the founders of the company 
whose name it bears.” 

3ut the building is more than a monument. 
It is a masterpiece in home office construction. 
One of the officers of the company admitted 
that the company had an architect working for 
three years, going over the works of the vari- 
ous departments, peering into the needs of the 
future and working for the efficiency of the 
building before it was ready to begin construc- 
tion. 

The present building, it was remarked, was 
built looking ten years into the future. 

The floor plans were devised towards effi- 


ciency. As a result, the departments have been 
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so laid out that an unfinished piece of work 
now passes straight along the floor, from one 
department to another, until, when it reaches 
the last department, it emerges as a finished 
product. There is no taking of work up and 
down stairs from one department to another. 

The departments are inter-related with the 
tube system, such as newspaper offices employ. 
Messages and papers are now sent through the 
tube, eliminating waste of time and energy. 

The building itself is in an inverted E. This 
was done, the company said, because it is look- 
ing toward the future. 

“The history of life insurance shows,” said 
one of the officials, “that when a company at- 
tains its first billion, it soon reaches its sec- 
ond billion. And, naturally, certain departments 
necessarily must increase their personnel much 
faster than others.” 

And so the departments that will increase 
their personnel rapidly as time goes on have 
been placed in the prongs of the E. As the 
present floor space is used up, the prongs will 
be made made larger. And then, if it is neces- 
sary, another section will be built so that the 
building will occupy a hollow square with a 
section running through the center. 

In back of the home office building is the ser- 
vice building. containing a dining room for em- 
ployees, where planned luncheons are served 
them at a cost of about 30 cents a day. A tun- 
nel connects the two buildings so that on rainy 
or snowy days, the employees can go to the 
building through the tunnel. The building also 
has an auditorium and a dining room for of- 
ficers of the company. 

One of the features of the grounds is the 
playground, with tennis courts, etc. 

Already, say officers of the company, the 
efficiency of the building is beginning to have 
results. Each unit is producing more work 
with the same amount of energy. 

The company also conducts an educational 
school for its employees. All new employees 
must take the course. The course, which deals 
in fundamentals of the business, is primarily 
designed to make the work more interesting. 
Those employees who seek still further educa- 
tion in life insurance are given the use of the 
library with its many volumes. The course has 
been made so interesting that an intense rivalry 
has cropped up between the various departments, 
each department seeking to have the largest 
number on the honor roll of the examinaitons. 


Analyzes Trust Agreement and Optional 
Settlements 

“Trust Agreements and Contracts Under the 
Optional Methods of Settlement” is the name 
of a pamphlet by A. H. Bataille, superintendent 
of the department of trust agreements of the 
New York Life Insurance Company, issued by 
the company. Both methods of making settle- 
ments on the proceeds of a policy at the death 
of the insured—the trust method and the con- 
tract method—are described. The present pol- 
icy of the company is based upon an experi- 
ence of more than forty years and Mr. Bataille 
in a clear and non-technical fashion describes 
what the company has done and will do as well 
as what it declines to do in this field of insur- 








BUSINESS MEN’S ASSURANCE HOLDS 
CONFERENCE 


Kansas City Company Brings Large Group 
of Agents to Home Office 


Kansas City, Kan., June 8.—The Business 
Men’s Assurance Company of American closed 
to-day a five-day sectional school of salesman- 
ship and Sales Congress which was held at the 
3altimore Hotel. 


Analysis of the new accident and health poli- 
cies being issued by the company, a discussion 
on fundamental forms of life insurance policies 
and old line legal reserve life insurance and its 
comparison with assessment and fraternal in- 
surance, as well as a detailed course of instruc- 


tion on the combined life and accident ang 
health policies occupied the first three days oj 
the salesmanship school. 

The Sales Congress on June 7 and 8 ip. 
cluded addresses by A. W. Hogue, vice-pres. 
dent of the company; Honorable Albert | 
dent, N. H. Randall; E. J. Montague, G. \, 
Beach, mayor of the city; W. T. Grant, presi. 
Greeley, A. T. Farmer, C. W. Rogers, L. L, 
Graham, J. H. Torrance, J. C. Higdon anj 
many attending agents. 

On Friday evening the agents were driven 
throughout Kansas City on a sight-seeing auto. 
mobile tour visiting the home of Vice-President 
Hogue and attending a buffet supper at the 
home of President Grant. 












NYLIC INCENTIVES 


and AIDS TO SUCCESS 


















In 1927 Nylic Agents 


Only 314% Term 


New Insurance, distributed by policies as follows: 


placed over $927,000,000 of 





Whole, and Limited 
Payment, Life. 


Endowments . . . 
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Amount 
$79 1,308,900 
104,881,500 
31,277,600 


Number 


255,226 
48,182 
4,907 








OO eee 





308,315 $927,468,000 
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industrious, persistent, satisfied 
and happy?” 


COMPANY 
346 Broadway, New York 
Darwin P. Kingsley, President 





Term Insurance was only about 3 1/3% 
of the Total 


Most underwriters agree that, in general, life and endow- 
ment policies are best for policy-holders. 


Nylic rules and training strengthen Nylic Agents for meet- 


Term Insurance as an easy 
answer to “I can’t afford 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 


NEW YORK LIFE INSURANCE 
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Consequently they do not use 





New Home Office Building now being 
erected on the site of the fameus 
old Madison Square Garden 
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Actuarial Meeting 


(Concluded from page 3) 


serves adjusted for immediate payment of 
claims, thus giving greater effective surrender 
charges; the growing popularity of fractional 
premium business, and the greater attention 
being paid to the analytical aspects of agency 
problems.” Mr. Bowerman gave a lucid study 
of the factors affecting the lapse rate, and 
showed that this is much higher in America than 
in other countries. He pointed out that the 
lapse rate on policies issued with semi-annual 
and quarterly payment is distinctly higher than 
that on policies issued with annual premium 
payments. 

Professor J. F. Reilly, of the State University 
of Iowa, presented two papers before the as- 
sembly, the first on “Osculatory Interpolation 
Depending Upon the Underlying Function,” and 
the second on “Central Difference Interpola- 
tion Formulas with Unequal Intervals.” 

“The successful handling of tropical and semi- 
tropical business depends on a thorough knowl- 
edge by the home office officials of the countries 
in which they are doing business,” was the 
statement made in a joint paper prepared by Dr. 
Marion Souchon and S. E. Allison, of the Pan- 
American Life Insurance Company of New 
Orleans, on the “Tropical and Semi-tropical 
Mortality as it Relates to Central American 
and Certain Countries of South America.” 

“There are some peculiarities in the laws 
affecting the right of beneficiaries and of heirs 
pertaining to the Latin American countries. It 
must be recognized,” the paper continued, “that 
insurable interest in these countries covers a 
broader field of relationship than obtains in this 
country. There are certain peculiarities which 
are racial in their nature. Endowment forms 
of policies are more popular there than in do- 
mestic territory. There are peculiarities in the 
habits of life which cannot be judged by the 
same standards that are used in this country.” 

It was brought out that the mortality rate 
among the natives of these countries was very 
much better than the mortality rate of the 
Nordic race which had immigrated to them. 
This was perhaps due to the fact that they had 
not become acclimated to the tropics, and the 
radical change in the manner of living did not 
contribute to longevity. 

The authors pointed out that it was not safe 
for companies to write Americans and Euro- 
peans going to the tropics at a lower rate than 
the natives residing in these countries. How- 
ever, they believed that business could be suc- 
cessfully and profitably written in these coun- 
tries on the basic tables at present in use, but 
only where there is a true knowledge and ap- 
Preciation of the conditions at present existing. 
Arthur Hunter, second vice-president of the 
New York Life Insurance Company, read a 
Paper on “Some Practical Problems in Connec- 
tion With the Selection of Risks.” He urged 


the actuaries to seek personal contacts with 
policyholders and agents, in order to familiarize 
themselves with the problems of their companies. 

“The time is past when the actuary should be 


considered solely as a desk man,” Mr. Hunter 
said. “Nowadays he is of more value to his 
company if he has knowledge derived through 
contact with the views of the field, if he has 
sympathy with the difficulties of the agents, and 
it he stands ready to listen to criticisms and to 
remedy undesirable conditions. He can be of 
real service to the company by keeping his 
knowledge fresh with regard to the point of 
view of both agents and policyholders.” 

Robertson G. Hunter, vice-president and 
actuary of the Equitable Life of Iowa, presented 
a paper on “The Relation of Expenses to the 
Mr. Hunter pointed 
out that there is apparently no correlation be- 
tween the rate of growth and the rate of ex- 
pense, but that the rate of expense of a life 
insurance company is due almost entirely to the 
character of the management, rather than the 
amount of business written. 


Growth of a Company.” 


the subject pre- 
sented by E. B. Morris, actuary, Travelers In- 
surance Company of Hartford, Conn. Mr. 


Morris showed the experience in the Travelers 


“Savings Insurance” was 


on their business written in connection with 
bank schemes. While this business 
showed a low mortality rate, the Travelers 
finally concluded that it was hardly worth while 
for the amount of effort necessary, and accord- 
ingly the company has discontinued writing this 
class of business, Mr. Morris stated. 


savings 


The Institute dinner was given at the Hotel 
Fort Des Moines, Thursday evening, June 7, 
followed by dancing and bridge. Entertain- 
ment features during the meeting included mo- 
tor rides about the city, a trip to Iowa State 
College at Ames, golf, and a luncheon at the 
Wakonda Country Club at the invitation of 


members of the Des Moines insurance com- 


panies. 

The November session of the American In- 
stitute will be held at the Edgewater Beach 
Hotel at Chicago. 


Southern States May Business Increased 


E. S. Albritton, vice-president and manager 
of agencies of the Southern States Life Insur- 
ance Company of Atlanta, announces the ap- 
pointment of two new general agents, George 
W. Snowgrass at Ashland, Ky., and H. A. 
Moshell at Columbus, Ga. The business of the 
Southern States Life for May shows an in- 
crease of 60 per cent over the same month of 
1927. 


Successful Campaign by Manhattan Life 


President T. E. Lovejoy of the Manhattan 
Life Insurance Company of New York an- 
nounces that the response to President’s Month 
was particularly gratifying. Business submitted 
was 43 per cent greater than for the corre- 
sponding month for last year and the number 
of applications 46 per cent greater. 
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ACACIA CLUB PLAN 


William Montgomery Rendering Un- 
usual Service to Policyholders 





FEATURE OF NEW BUILDING 





Most of First Floor of Association’s Home 
Given Over to Service for Club 
Members 

One of the most novel plans yet developed 
in connection with the work of life insurance 
companies has been devised by William Mont- 
gomery, president of the Acacia Mutual Life 
Association of Washington, D. C. Mr. Mont- 
gomery has offered to the policyholders of the 
Association an opportunity to become members 
of the Acacia Club, which organization is 
strictly a service one and will occupy a large 
part of the first floor of the Acacia’s beautiful 
new home office building, which faces Capitol 
Park. 

The club offers to policyholders of the Acacia 
Mutual, who are visiting Washington, a head- 
quarters, where they can rest, bathe, change 
linen, attend to correspondence and enjoy the 
privileges of numerous other services which the 
club offers. In his letter to policyholders con- 
cerning the new club, Mr. Montgomery says: 


Here Acacia has set aside club rooms for your 
use, which take in a large part of the ground 
floor of the new building. Only an organiza- 
tion like Acacia can provide a club home like 
this, where its members can meet on the level 
and on the basis of equality, unity, and friend- 
ship. In the Acacia Club there will be rest 
rooms, open from early in the morning until 
late at night, for you or your family when you 
visit Washington; washrooms, shower baths, 
maid service for the ladies, porter service for 
the men, a checkroom for your wraps and pack- 
ages, writing room with paper, envelopes and 
card views of Washington at your disposal, 
reading rooms with books descriptive of Wash- 
ington and everything of interest there, the 
popular magazines, and daily newspapers. 

There will be competent information clerks 
at your disposal who will direct you about 
Washington, assist you in securing hotel reser- 
vations, Pullman reservations, and transporta- 
tion, taxicab and sightseeing service, and will 
be at your disposal to make your club home in 
Washington a place of delightful convenience. 

This brought a flood of responses and the 
club has already a membership of over 25,000. 
The letters Mr. Montgomery received were al- 
most universally highly commendatory of the 
new plan. 


John Hancock in North Carolina 

Boston, Mass., June 11—The entrance of 
the John Hancock Mutual into North Carolina, 
which was recently consummated, is in line with 
the development of that State during the past 
few years and its correspondingly increased 
commercial activity. F. E. Lykes & Co., who 
have been appointed State general agents, have 
conducted an extensive general insurance busi- 
ness in Ashville for many years and are well 
known throughout the South. A main office has 
been opened at Ashville and, for the present, 
the company will confine its activities to the 
Western section of the State. 




















THE .SPECTATOR Teaendgy 

































Why You 
Should Represent 
the Missouri State Life 


HE progressive, pioneering spirit of the Missouri State Life 
makes strong appeal to live, aggressive, forward-looking Agents. 
It’s the kind of Company they like to represent. 


Its multiple line of Life, Accident field men the personal co-operation 
and Health, Salary Savings and of trained representatives in each of 
Group Insurance multiplies the its multiple lines. 


’ ee i és ° 
Agent’s opportunities for success. Its rapid growth and expansion 


; means corresponding growth and 
Its new, liberal policy forms offer ii 
; development for its representatives. 
unusually attractive selling plans. 


Men of high character and ability 


Its Branch Office service, avail- are offered a real future with the 
able in twenty-six of the principal Missouri State Life.—The Progressive 
cities of the country, extends to Company. 

INgDIG3sI 


MISSOURI STATE LIFE 
| INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 
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LIFE EXTENSION REPORT 
Institute Examined Over 127,000 Persons 
in 1927 
A number of interesting facts are shown in 
the report made by the Life Extension In- 
stitute for 1927. During that year the institute 
examined 127,190 persons, of whom it was 
found that 91,752 were in need of medical at- 
tention. The physicians listed as examiners 
numbered 9365. Under “Periodic health 
examinations” are listed: Members of the In- 
stitute, 13,048; insurance policyholders, 105,- 
339; industrial and commercial employees, 8803. 
The ratio of impairments cleared up on the third 
annual examination is given as 50 per cent. 
During the year 2053 Wassermann tests were 
made at the home office and branch office labor- 
atories and miscellaneous laboratory tests num- 

bered 21,021. ; 
The Institute’s book, “How to Live,” has 
reached the eighteenth edition and has been 
translated into Polish and Spanish with Ger- 
man, French, Swedish, Italian and Russian edi- 
tions pending. Chinese and Japanese transla- 
tions have circulated in the Orient for years. 
During the year the first edition and second 
printing of the book, “How to Make the Pe- 


| riodic Health Examination—A Manual of Pro- 


cedure,” by Fisk and Crawford and seventeen 
collaborators, was published, and many pamph- 
lets and leaflets were distributed. 


G. G. Terriberry Becomes Agent of Mutual 


Benefit 
G. G. Terriberry, formerly assistant man- 
ager of the Life Insurance Sales Research 


Bureau of Hartford, has resigned to go with 
the Beers & DeLong, general agency in New 
York city of the Mutual Benefit Life Insurance 
Company of Newark. 

Mr. Terriberry was graduated from Cornell 
University in 1915 with the degree of me- 
chanical engineer and became associated with 
the Niles-Bement-Pond Company, first in the 
sales department in New York and later in the 
various departments of the principal shop at 
Hamilton, Ohio. Following his war experience 
he became the experimental engineer of the 
Niles-Bement-Pond Company. He became as- 
sociated with the Ingersoll Building Machine 
Company and the Potter & Johnson Manufac- 
turing Company as sales engineer in 1922. He 
joined the Sales Research Bureau staff in 1925 
and was elected assistant manager in Novem- 


1097 


her, 19Z/. 


Rejoins Business Men’s Assurance 


Company 
M. M. Studebaker, a former representative 
of the Business Men’s Assurance Company, who 
had given up his connection for a short period 
nas been reappointed to the position he previ- 


®usly held 


as special home office representative. 











“The Insurance Man’s Restaurant” 


46 GOLD STREET 


Between Fulton and John Streets 
| New York City 


—__ 


Phone Beekman 9991 








“Good Intentions” 

A leaflet’ entitled “Good Intentions,’ by W. 
Calver Moore, will be found very effective by 
life insurance agents in dealing with prospects 
who are procrastinating, in order to bring them 
to the point where they will sign an application. 
It is particularly serviceable in closing with 
married men who know that they should have 
life insurance, or should carry more than they 
do, but who keep putting off the agent with one 
excuse after another. : 

The leaflet named sets forth an interview be- 
tween Saint Peter and a man who had just 
died, leaving a widow and three children. The 
discussion, which, of course, was but a dream, 
proved the necessity for much greater life in- 
surance protection than the dreamer had pro- 
vided for his family; and the vividness of the 
dream led to his calling upon his insurance 
agent the next morning in order to repair his 
negligence. Companies and agents will find 
this leaflet a very valuable aid in closing appli- 
cations with prospects who are inclined to delay. 
It is published by The Spectator Company and 
sells at 15 cents for a single copy and the fol- 
lowing prices for quantities: 50 copies, $4; 100 
copies, $7; 500 copies, $28; 1000 copies, $45; 
5000 copies, $180; 10,000 copies, $335. 


New York Life’s May Business 

The New York Life Insurance Company's 
new written business for May, 1928, was $105,- 
889,000, the largest May record in the com- 
pany’s history. The written volume for May, 
1927, was $90,815,000, this 
gain of $15,000,000 for the month. 

In the Greater New York Department, of 
which William M. Harris is the inspector of 
agencies, the May volume of insurance written 
was $26,410,000, a gain of $5,143,000, or 19 
per cent, over May, 1927. 


year showing a 


London Life’s President Dies 

Toronto, Can., June 7.—Albert Oscar Jeff- 
rey, D.C.L., LL.D., K.C., president of the Lon- 
don Life Insurance Company and prominent 
in other business connections in Ontario, died 
in London, Ont., on June 6. Mr. Jeffrey’s 
forefathers came from the United States. He 
was 71 years old. 


Canadian Life Underwriters Meeting 
Toronto, CAN., June 8.—The mid-year meet- 
ing of the executive committee of the Life Un- 
derwriters Association of Canada has been 
called for Tuesday, July 10, in Toronto. 











CAN YOU write Health and Accident 
Insurance? 


Do you want Large immediate earn- 
ings plus liberal renewals on your 
business? 


If so—We want you with us right now 
as a District or General Agent. 


Best protection to policyholders, low 
premiums, wide coverage, unexcelled 
service to all. 


Write 


Superintendent of Agencies 


INCOME GUARANTY COMPANY 
South Bend, Indiana 
Drawer 422 

















RAPID PROGRESS 


The service which the Massa- 
chusetts Mutual has rendered to 
its policyholders and representa- 
tives is reflected in the Company’s 
rapidly increasing business. Mean- 
while there has been no deviation 
from the sterling principles for 
which this organization has been 
noted during the past seventy- 
seven years. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 


























rights. 


Scranton- Pittsburgh, Pa 
| General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


with clean records and with ability to handle 
such an agency. Address 


| 
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| Confidential communication invited from those 
| Exclusive, care of THE SPECTATOR 
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Field Annuals BANISHING INSECURITY 
we History of Insurance from Earliest Days, 


Insu rance Di recto ries the Circulation of Which Makes Fine 


Insurance Institutional Advertising 





for 
BY HARRY CHASE BREARLEY 

*Greater New York Tennessee 
+ New York State North Carolina Insurance, the need of it, the recognition of that 
N J South C li need by the public, and the growth of that recog- 
ndeaene _ sil ne nition, traced from early days down to today, are 
Kentucky Virginia so clearly and so interestingly set forth, that the 
Texas reader proceeds from cover to cover of this booklet 


without pause. 
*City and Suburban. 


tExclusive of Greater New York. Here is a booklet which does not contain one 
sentence that would cause the reader to feel that an 
Each volume contains a complete list of agents in ee ~ = 
. . ai a R 1 - 
the territory covered, with address, list of com not fail to be impressed with the value of insurance 
oanies repr esented, etc. protection and the sales-resistance in every case is 
= : correspondingly broken down. This offers the 

Many new features are incluaed that will be fourd highest type of insurance publicity obtainable. 


anly in “Field Annuals.” 
Single copy, 25 cents 








Price of each $5.00 Postpaid 100 copies....... $15 1000 copies... .$100 
SS ae 60 5000 “ ...... 400 
THE INSURANCE FIELD COMPANY || | 125. corctator COMPANY 








Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. | ne NEW YORK 
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ADJUSTMENT BRIEF 


Paul L. Haid Writes Argument for 
National Board Plan 








DOES NOT TAKE AWAY INDEPENDENCE 





Evolved for Reformation of Branch of 
Business Now Freely Criticized 

The promised brief in support and explana- 
tion of the proposed Fire Companies Adjust- 
ment Bureau of the National Board of Fire Un- 
derwriters, has been distributed by General 
Manager W. E. Mallalieu. The brief was pre- 
pared by Paul L. Haid, chairman of the com- 
mittee on adjustments of the National Board. 
The plan is to be voted upon at a special meet- 
ing of the Board to be held on the second floor 
at 85 John street, at 1:00 P. M. June 20. 

After describing briefly the plan for the 
Bureau, Mr. Haid continues his argument as 
follows: 

The proposal does not take from any company 
independence of action, where, in the judgment 
of that company, such a course is necessary. 

Our plan does not include many details of 
procedure which will occur to representatives 
of our members, but we believe that if our 
membership as a whole supports the recommen- 
dation of our committee on adjustments and 
our executive committee the adoption of this 
plan and the putting of it into effect will result 
in a reformation of one branch of our business, 
which is now so freely and so justly criticized, 
not alone by the companies in interest but by the 
public whom we serve through their purchase 
of our contracts of indemnity. 

The whole adjustment situation involves a 
much greater issue than simply the question of 
the loss ratio. It is incumbent upon the stock 
fire insurance companies to do their part to- 
ward the preservation of our traditions of na- 
tional economic stability. Loss ratios should 
honestly show the amount of actual loss sus- 
tained, and should not be affected by inefficiency. 
incompetency, unfair tactics or other external 
and irrelevant factors. 

Payments for a fire loss must be made in ac- 
cordance with the terms of the contract, with 
iairness alike to the assured who has sustained 
the loss, to company which pays, and to that 
large proportion of the insuring public which 
has had no loss. Adjusters, assureds, agents 
and companies must realize that an insurance 
policy is a contract of indemnity and not an 
unqualified promise to pay upon demand; that 
insurance is a necessary factor in all business 
transactions, and creates an obligation on the 
part of the companies to the general business 
Interests of the country to conduct their affairs 
In an adequate and at the same time economical 
manner. 

It is also recognized by our committee that 
the staffs of some of the company-operated bu- 
reaus could be improved, for in some sections 
there are independent adjusters who are render- 
Ing a more satisfactory service than are the bu- 
reaus’ representatives. One of the purposes of 
this plan is to reform matters so that the higher 
grade and more efficient adjusters shall be a 
Part of the company organization; for the com- 
mittee appreciates that it cannot hope for sup- 
Port of company-operated organizations solely 
because the companies have established and 


financed them. They must merit the confidence 
of all concerned and produce results which will 
expected of them. We believe that the staffs 
justify their existence, and render the service 
of the various organizations can be so strength- 
ened that there will be the highest degree of ef- 
ficiency and fairness on the part of those as- 
signed to represent us in adjustments. 


American Equitable Capital Increase 


Approved 

At a special meeting held last week stock- 
holders of the American Equitable Assurance 
Company of New York approved the recom- 
mendations that the capital stock of the com- 
pany be increased from $1,000,000 to $2,000,- 
000 by increasing the present common stock, 
consisting of 100,000 shares of $5 par per 
share, aggregating $500,000, to 300,000 shares, 
of $5 par per share, aggregating $1,500,000. 
Common stockholders of record of June 11 will 
be given the right to subscribe for two shares 
of new stock at $10 per share for each share 
held on that date, rights expiring on June 30. 
The plan, when carried out, will give the com- 
pany $2,000,000 additional funds, of which $1,- 
000,000 will be allocated to capital and $1,- 
000,000 to surplus and reserve funds, bringing 
these items in excess of $3,500,000, with total 
assets approximately of $8,000,000. 


Appointed Joint Automobile Manager 

Gilbert L. Kerr, formerly with the Fire- 
man’s Fund of New York, has been appointed 
joint manager of the Fire Association of Phila- 
delphia and the Constitution Indemnity Com- 
pany of Philadelphia with supervision of their 
automobile business over the entire United 
States, Canada and Cuba. 

Mr. Kerr began his insurance career with 
the Casualty Company of America in 1913. In 
1915 he joined the Commercial Casualty Com- 
pany of Newark and in 1919 he was made man- 
ager of the combined claims department of that 
company in New York city, his responsibility 
being extended to include jurisdiction over un- 
derwriting in 1920. He became chief adjuster 
of the Metropolitan claim department of the 
Fireman’s Fund and Home Fire and Marine 
Insurance companies in 1921. In 1924 these 
companies added to his supervision the develop- 
ment of the State of New Jersey. He is widely 
known as an able organizer and executive. The 
Fire Association and Constitution Indemnity 
Company have operated a joint automobile pol- 
icy since the organization of the latter com- 
pany. 


Philadelphia Agents Revolt 
(Concluded from page 3) 
number which is allowable under the specific 
rules of the Philadelphia Board whereby the 
true intent of that rule may not be violated. 
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BROKERS APPEAL 


W. Douglas Owens Writes to Eastern 
Underwriters 





WANTS RECONSIDERATION IN JERSEY 





Recommended Brokerage Is Unsatisfactory 
to Fire and Marine Association 

In a letter to R. M. Bissell, president of the 
Eastern Underwriters Association, W. Douglas 
Owens, president of the Fire, Marine and Lia- 
bility Brokers Association of the City of New 
York, asks the former body to review the rec- 
ommended brokerage in the New Jersey com- 
mission scale, asserting that a conference was 
promised but not granted. Reviewing the his- 
tory of the recent activities of the Association 
in the matter of New Jersey commissions, Mr. 
Owens continues: 

“We realize fully the problems presented by 
the amendment to the Ramsey Act, but we had 
no part in shaping or promoting that legisla- 
tion. We are asked now by some company of- 
ficials to sympathize with their tribulations and 
to continue to bear our burden because the 
present arrangement is temporary—that it ter- 
minates October 31, 1928, and that within this 
time the law will be tested in the courts. What 
prospect does this hold out for us? Long be- 
fore the New Jersey situation arose, in fact 
when your organization was formed, you estab- 
lished and began to enforce brokerage rates, 
which in most instances compel the handling 
of fire business by efficient brokerage houses 
at a loss. And suppose the courts declare the 
amendment to the Ramsey Act unconstitutional, 
what have we to look forward to, other than 
a continuation of the restrictive provisions of 
the by-laws of your organization pertaining to 
brokerage? 

“There is a strange and somewhat anomalous 
aspect to the proposed court action. As we un- 
derstand it, the intention is to contest the power 
of the legislature to do that which your or- 
ganization and similar organizations and local 
boards have done for years, and which you are 
now practising. By the provisions of your -by- 
laws you are not only enforcing the payment 
of uniform rates of brokerage to licensed 
brokers, but you even define what these broker- 
ages shalle be. 

“The demonstratable facts are that: 

1.—Efficient brokerage offices are rendering 
necessary services to the public and to the in- 
surance companies. 

2.—They are, on the average, failing to clear 
expenses on a 10 per cent commission basis. 

3.—They are entitled to a moderate profit. 

4.—They definitely need a 15 per cent and 20 
per cent brokerage scale. 

5.—The time has come when the brokers must 
take necessary and proper steps to secure satis- 
factory commissions.” 
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Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 
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Address Home Office for Agency Connection 


r= HAMPTON ROADS 
FIRE «» MARINE 
Insurance Company 


NORFOLK, VA. 


HENRY G. BARBEE 
President 


P. D. BAIN 
Chairman of the Board 























for INDIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 





Great American 
Insurance Company 


cc NewDork 3 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


23,422,855.21 


NET SURPLUS 


2 1,060,1 19.35 
56,982.974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, II. 
GC. R. STREET, Vice-President 
PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Ww. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldé. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 

















Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice President 
S. C. McEACHERN, 2nd Vice-Presidentcr 
I. M. SHEFFIELD, Seetary 


























The 42tna Fire Group 


Three strong companies providing 

dependable insurance in Fire and 

Allied Lines and in Casualty and 
Surety Protection 


4ETNA INSURANCE COMPANY 


THE WORLD FIRE AND MARINE 
INSURANCE COMPANY 


THE CENTURY 
INDEMNITY 
COMPANY 


HARTFORD, CONNECTICUT 
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HEADS VIRGINIA AGENTS 
Calvert R. Day Elected President at An- 
nual Session of Association 

RICHMOND, VaA., June 9.—Calvert Robert 
Day, of Norfolk, was re-elected president of 
the Virginia Association of Insurance Agents, 
covering the fire and casualty branches, at the 
completion of their annual convention in the 
Chamberlin-Vanderbilt Hotel at Old Point 
Comfort, June 5. The next meeting place will 
be decided by the executive committee. 

Other officers for the coming year include T. 
Garnett Tabb, Richmond, and E. O. Wilson, 
Richmond, vice-presidents; Frank S. Blanton, 
Farmville, secretary-treasurer; Louis I. Dobie, 
Norfolk, chairman, executive committee; 
Colonel E. E. Goodwyn, Emporia, chairman, 
legislative committee; Clifford D. Grim, Win- 
chester, chairman, conservation committee; 
Harry M. Woody, Petersburg, chairman, con- 
ference committee; John D. Crowle, chairman, 
membership committee. 

Among the speakers were Lewis C. Adair, 
Richmond; Dan C. Coulbourn, president of the 
Fire Insurance Field Club of Virginia; R. P. 
De Van, of Charleston, W. Va., chairman of the 
executive committee of the National Association 
of Insurance Agents; and Caleb D. West, of 
Newport News. 

There were no serious problems facing the 
agents in Virginia, which have not been solved 
or are in process of solution. It was the unani- 
mous feeling that the laws passed by the last 
Virginia legislature will operate fairly between 
agents and policyholders. 


Foundation Fire of Newark Forming 

The Foundation Fire Insurance Company has 
heen incorporated in New Jersey with capital 
of $300,000 divided into 60,000 shares, par value 
$3 each. The office will be located in the bank- 
ing house of the Hayes Circle National Bank 
& Trust Company at the corner of Clinton and 
Avon avenues, Newark. The incorporators are: 
Albert Schurr, Robert O’Gorman, Nathan H. 
Berger, David Harper, William H. Elliott, 
William A. Bayles, Moe Simon, Dennis Grundy, 
Edward H. Yerg, David L. Heller, Henry W. 
Egner, William A. Eichhorn, Bernard H. 
Greenfield, Gustave Day, Alfred T. Holley, 
Charles C. Lyon, William Steinen. 


Three New Jersey Companies 

The United Fire Insurance Company, the 
United Indemnity Insurance Company and the 
United Re-Insurance Company have been in- 
corporated in New Jersey, the leading mover 
in the organization of the companies being 
James L. Humphry. The capital of the United 
Indemnity will be $250,000, with 50,000 shares 
of $5 par value each. The United Fire Com- 
pany will have $200,000 capital with 40,000 
shares at $5 par each and the United Re-Insur- 
ance Company will have $100,000 capital with 
20,000 shares at a par value of $5 each. The 
incorporators are the same for the three com- 
panies: Walter O. Nelson, Arthur Partain, S. 
Philips Daily, Nathan A. Waton, G. F. Stein- 
ger, Marcus D. Baldwin, R. H. Gordon, M. M. 
Townshend, Frederick C. Reimer, Howell T. 
Edwards, 


TO LIMIT MEMBERSHIP 
New York State Agents’ Executive Com- 
mittee Passes Strong Resolution 

At a meeting of the executive committee of 
the New York State Association of Local 
Agents, held in Syracuse on June 7, the fol- 
lowing resolution was passed: 

That in the opinion of the executive commit- 
tee, the By-Laws of the New York State Asso- 
ciation of Local Agents, Inc., prescribe the fol- 
lowing standard qualifications for membership 
in the Association: 

First—Agents who represent none other than 
stock fire, casualty or surety insurance com- 
panies. 

Second.—Agents who are members of or ap- 
proved by the local board or club when there 
is a local board or club in their community 
recognized by the executive committee of this 
Association. 

Third.—Agents who represent only such stock 
companies as maintain the rules and rates of 
the rating organization having jurisdiction in 
the territory in which such agent transacts busi- 
ness. 

It is further resolved: 

First—That no application for membership 
shall hereafter be approved unless the applicant 
is eligible for membership in accordance with 
the above defined qualifications. 

Second.—That all applications for member- 
ship before being accepted shall be submitted 
to and approved by the recognized local board 
or club in the community where such applicant 
resides or if there is no such local board or 
club, such application to be approved by the 
officer or director of the Association residing 
nearest to such applicant. 

Third—That if a recognized local board or 
club or a local member of the Association in 
good standing shall file with the secretary a 
written objection or complaint alleging that a 
member agent is or has become disqualified for 
membership in the Association, the case shall 
be referred to the executive committee for in- 
vestigation and decision before such member- 
ship may be renewed. 





Raritan Valley Fire Being Organized 

The Raritan Valley Fire Insurance Company 
of New Jersey has been incorporated in that 
State. Its capital will be $200,000, with 20,000 
shares with a par value of $10 each. This is 
the third company recently organized by ex- 
United States Senator Joseph S. Frelinghuysen, 
the incorporating of the American Constitution 
Fire Insurance Company and the American 
Home Fire Assurance having been noted in THE 
Spectator of last week. The directors are: 
Joseph S. Frelinghuysen, Walter L. Darrell, 
Abram A. Amerman, Anton Schieferstein, 
Ryman Carr, Charles Fetterly, Borroughs Van 
Fleet, Conrad C. Schmeltz, William W. Daven- 
port, Jr., Edgar Flint. The office will be in the 
Frelinghuysen Homestead in Raritan, N. J. 


Meinel & Wemple Companies Add to 
Finances 

Two of the companies in the Meinel & 
Wemple, Inc., group have increased their cap- 
ital and surplus. The North Star Insurance 
Company of New York has increased its cap- 
ital and surplus by $500,000, of which $100,- 
000 is added to capital and $400,000 to surplus, 
making the capital and surplus approximately 
$1,750,000. Shareholders of the Hamburg- 
American Insurance Company of New York 
have subscribed $1,000,000, $100,000 of which 
goes to capital and $900,000 to surplus. 
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TEXAS AGENTS MEET 
Commissioner R. B. Cousins Makes Prin- 
cipal Address 

Austin, TEx., June 9.—Abolition of insur- 
ance commissions was advocated by R. B. 
Cousins, Jr., State Insurance Commissioner in 
an address before 500 members of the annual 
convention of the Texas Association of Insur- 
ance Agents held here. The recommendation 
was not made as reflecting the views of the 
State insurance commission, but the personal 
opinion voiced by Commissioner Cousins. 

“Whether or not the board of Insurance 
Commissioners,” Mr. Cousins stated, “under 
the law governing insurance at this time, has 
any sort of right to regulate commissions paid 
agents in any way is doubtful. My own view 
is that we do not have that right. If, how- 
ever, insurance agents’ commissions costs show 
any inclination to mount higher, the commis- 
sion may feel the necessity of undertaking some 
regulatory measures and let the courts pass 
on our authority. 

“In the light of my suggestion that you ought 
to represent the assured and that commission 
costs ought to be measured by the value of the 
service to the assured, I want to ask you if you 
will agree to this to this further idea; that 
the board of Insurance Commissioners ought to 
have the authority and ought, as a matter of 
practice, to fix insurance rates at a net cost 
between the property owner and the insurance 
company, leaving out entirely in the determina- 
tion of the proper rate, any agency commission 
factor.” 

Commissioner Cousins’ treatment of the prob- 
lems confronting the insurance agents and com- 
panies is a sound, logical manner. He told the 
delegates that the agency question must be 
worked out in an economical manner. “The 
question is never stilled until it is stilled right,” 
he said. 

Commissioner Cousins address is considered 
the most significant and one of most vital in- 
terest to the insurance agents of Texas 
delivered. 

In the annual election of officers, C. L. Dun- 
can, of Mount Pleasant, was elected president; 
D. G. Foreman, of Fort Worth, secretary-treas- 
urer; the following directors were named: C. 
L. Duncan, Mount Pleasant; R. W. Thompson, 
Dallas; F. M. Coleman, San Antonio; R. S. 
Greig, Waco; W. Tucker Blaine, Houston; D. 
C. Crowell, El Paso; C. H. Walton, Fort 


Worth. The following legislative committee 
was elected: G. Mabry Seay, Dallas; Marcus 
Phillips, Kingsville; J. Lambert Lain, Cle- 


burne; E. G. Freyschlag, Eastland; J. W. Arm- 
strong, Taylor. Ten regional vice-presidents 
were also elected. 

The next annual convention will be selected 
early next year by the board of directors. In- 
vitations were received for the 1929 convention 
Wells, Corpus Christi and 


from Mineral 


Galveston. 


Public Fire Licensed in Hlinois 
The Public Fire, of Newark, was licensed in 
Illinois on May 21. Its capital is $1,000,000 
and its initial surplus $4,000,000. It will write 
fire and allied lines in Illinois. 
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NATIONAL BOARD 
COMMITTEES 





George G. Bulkley Announces Per- 
sonnel for 1928 





FEW CHANGES MADE 





Large Committee on Adjustments Headed 
by Paul L. Haid 

The membership of the standing committees 
for the coming year of the National Board of 
Fire Underwriters has been announced by Presi- 
dent George G. Bulkley. In the list which fol- 
lows, except when otherwise designated, mem- 
bers’ addresses are New York city. 

Actuarial Bureau—C. E. Case, chairman; 
John Kay, Newark; F. A. Christensen; R. R. 
Clark, Hartford; R. P. Barbour; W. L. Mail- 
lot, Philadelphia; J. A. Kelsey; Ferd. Ermisch ; 
R. H. Williams, Hartford; C. B. Gaillard; O. 
J. Prior, Trenton; L. R. Welch, Fitchburg ; E. 
J. Sloan, Hartford; E. Middleton; C. A. Not- 
tingham; H. R. Burge, San Francisco; H. R. 
Waite, Watertown. 

Adjustments.—Paul L. Haid, chairman; C. 
R. Street, Chicago; C. V. Meserole; Hart Dar- 
lington; E. G. Pieper, Providence; H. J. Wyatt; 
H. A. Clark, Chicago; Henry W. Gray, Hart- 
ford; C. W. Bailey, Newark; Edward Milli- 
gan, Hartford; T. D. Richardson, W. N. 
Bement and J. M. Thomas, Philadelphia; 
H. A. Smith, Hartford; J. C. Harding, Chi- 
cago; C. H. Coates; Montgomery Clark; C. F. 
Shallcross; B. I. Simpson, Atlanta; McClure 
Kelly, San Francisco; W. L. Steele; Lyman 
Candee; W. Mackintosh. 

Construction of Buildings—Victor Roth, New 
Haven, chairman; F. M. Smalley, Glens Falls; 
C. W. Johnson, Philadelphia; F. E. Jenkins; 
J. D. Lester; F. A. Ganteret; F. M. Avery, San 
Francisco; R. A. Corroon; A. R. Phillips; T. 
L. Farquhar, Newark: W. E. Maynard, Provi- 
dence; E. B. Boyd; J. P. Lauber, Baltimore. 

Finance—C. W. Higley, chairman; C. L. 
Tyner; C. F. Sturhahn, Hartford; R. M. Bis- 
sell, Hartford; F. W. Sargeant, Manchester, 
N. H.; Harold Warner; Rhodes Browne, Co- 
lumbus, Ga.; C. G. Smith; Sumner Ballard; J. 
S. Frelinghuysen; R. R. Martin. 

Fire Prevention and Engineering Standards. 
—B. M. Culver, chairman; F. E. Burke; R. R. 
Martin; C. W. Pierce; Montgomery Clark; B. 
N. Carvalho, Hartford; Paul B. Sommers, 
Newark; F. C. White, Hartford; W. A. Blod- 
gett; C. E. Allan, San Francisco; N. S. 
Barstow; S. R. Kennedy, Buffalo; E. T. Cairns, 
San Francisco; O. E. Schaefer; L. J. Borland; 
J. M. Wennstrom; W. B. Cruttenden, Spring- 
field. 

Incendiarism and Arson.—C. V. Meserole, 
chairman; H. V. Smith, Philadelphia; C. E. 
Case; T. H. Sanderson, San Francisco; W. 
Mackinstosh; J. R. Wilbur, Chicago; R. R. 
Clark, Hartford; Norman T. Robertson; Ray 
Decker, San Francisco; William Deans, San 
Francisco; F. M. Smat-_y, Glens Falls; J. H. 
Vreeland, Hartford; R. P. Barbour; E. W. 
Hall, Pittsburgh; H. H. Clutia; James Mar- 
shall; W. R. Prescott, Atlanta. 


Laws.—Wilfred Kurth, chairman; Edward 


Milligan, Hartford; C. C. Smith; Percival 
3eresford; J. B. Levison, San Francisco; J. C. 
Harding, Chicago; C. A. Henry, San Francisco; 
W. R. Hedge, Boston; E. E. Cole, Pittsburgh; 
C. W. Bailey, Newark; Gustavus Remak, Jr, 
Philadelphia; C. F. Shallcross; H. A. Smith, 
Hartford; Ralph B. Ives, Hartford; Neal Bas- 
sett, Newark; John O. Platt, Philadelphia; O. 
E. Schaefer; R. A. Palmer, Atlanta; Lyman 
Candee; F. W. Koeckert; Lamar Hill. 
Maps.—Percival Beresford, chairman; C. R. 
Street, Chicago; C. A. Ludlum; C. S. Conklin; 
M. L. Heide; Carroll L. DeWitt; Rodney 
Davis; Charles H. Yunker, Milwaukee: A. C. 
Noble; C. D. Dunlop, Providence; A. T. Bailey, 
San Francisco. 
Membership.—C. W. Bailey, Newark, chair- 
man; John A. Forster; F. R. Bigelow, St. Paul: 
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H. W. Letton, Chicago; A. H. McDonnell, De. 
troit; J. Lynn Truscott, Camden; Guy E, 
Beardsley, Hartford; D. B. Sewell, Charleston 
S. C.; E. C. Stone, Boston. 
Public Relations—F. D. Layton, Hartford 
chairman; C. A. Ludlum; Paul L. Haid: Shel. 
don Catlin, Philadelphia; Arthur M. Brown 
San Francisco; Charles H. Holland, Philadel. 
phia; O. E. Lane; H. A. Clark, Chicago; C. H, 
Coates; E. G. Pieper, Providence; C. R. Street, 
Chicago; George C. Long, Hartford; J. 
Packard; C. F. Shallcross; G. T. Forbush. 
Standard Rating Schedules and Forms— 


Ralph B. Ives, Hartford, chairman; F. B. Kel- 
lam; J. L. Parsons; R. M. Bissell, Hartford; 
W. R. McCain, Hartford; J. M. Thomas, Phil- 
adelphia ; Ralph Rawlings, Lansing ; B. G. Chap- 
man, St. Louis; W. M. Speyer, San Francisco; 
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KALYANBHAI SARABHATI 
Mer. Insurance Dept. 


Capital $4,000,000. 
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ARABHAI & SONS are Agents for The 
3ombay. 
of Mr. S. Sarabhai and his four sons, Kalyanb- 
hai Sarabhai being responsible for the develop- 
ment of the sub-agency plant. 
dus, and are descendants of an old and well- 
connected Bombay family. 


Nearly all insurance companies operating in 
3ombay are members of the Bombay Fire In- 
Association, 
which is to combat any legislation adverse to 
the best interests of the business. It also deter- 
mines, and publishes, underwriting and com- 
mission rates, and is making rapid strides to- 
ward the abolition of rebating. 
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Nn. A. Weed, Pittsburgh; H. R. Bush, Greens- 
boro, N. C. 

Statistics and Origin of Fires—Hart Darling- 
ton, chairman; William E. Wollaeger, Milwau- 
kee; William Y. Wemple; H. H. Bergmann, 
Washington; C. J. Schrup, Dubuque; D. W. 
Crane, Le Roy, Ohio; William Steinmeyer, 
Pittsburgh; B. C. Lewis, Jr., Richmond; J. 
C. Griffiths, San Francisco; E. J. Booth, De- 
troit; E. G. Seibels, Birmingham. 

Uniform Accounting—Edward Milligan, 
Hartford, chairman; Myles Walsh; Alfred 
Stinson, Hartford; H. H. Shulte; W. B. 
Burpee, Manchester, N. H.; George H. Bell, 
Chicago; Thomas C. Moore, Philadelphia; H. 
L. Abell, Buffalo; Joy Lichtenstein, San Fran- 
cisco; Milton Dargan, Atlanta; Robe Bird, 
Milwaukee; Howard Terhune; Chas. M. Kerr, 
York, Penna. 


ARRAIGNMENTS IN MIRABELLI LOSS 
Trial to Be Set Soon—Defendants Held in 
Heavy Bail 
Following their indictment by the Federal 
Grand Jury for alleged use of the mails in a 
conspiracy of fraud in connection with the 
Mirabelli fire loss eleven men were arrainged 
last week before Judge Grubb in the United 
States District Court and held in bail ranging 
from $5000 to $25,000 for trial. Those arraigned 

pleaded not guilty. 

United States District Attorney Charles H. 
Tuttle made a statement to the court regarding 
the importance of the case and said that his 
office was actuated in its request for substantial 
bail and a speedy trial by the public knowledge 
of the extent to which such crimes in connec- 
tion with fire losses have been perpetrated and 
said that further developments along these lines 
were to be expected. He further stated that 
additional actions might be expected shortly. 

The defendants, George M. Ruddy, former 
general agent of the Underwriters Salvage Com- 
pany, and Alex. Lyons, head of Lyons, Stadholz 
& Company were held in $25,000 bail each. 
Mario Mirabelli and Michael Mirabelli of the 
firm of Mirabelli Bros., in whose plant the fire 
occurred, were held in $20,000 bail each. Henry 
L. Berman of the firm of Lyons, Stadholz & 
Company, and Mannie Sarasohn, manager of 
the Newark office of the same firm, were held 
in $15,000 bail each. The other defendants, 
Lieut. Harry Kirsner, U. S. A., Herman Sap- 
perstein, Paul Gutman, Charles E. Kling and 
Daniel J. Kelly were each held in $5000 bail. 


TWO ILLINOIS COMPANIES FAIL 
H. U. Bailey Receiver for Illinois Travelers 


Home Fire and National Lumber 
Mutual 

Cuicaco, Itt., June 9.—H. U. Bailey, director 
of Trade and Commerce, was appointed 
liquidator of the Illinois Travelers Home Fire 
and the National Lumber Mutual companion 
companies here this week. The receiverships 
were ordered when examination of the books of 
the two companies showed that the $200,000 
capital of the Illinois Travelers Home had been 
impaired almost 75 per cent, and that there was 
a deficit of approximately $87,000 in the mutual 
company, both by virtue of non-admissible as- 
sets. 

J. H. Hines, lumberman of Memphis, Tenn., 
was an officer in each company, both of which 
appear to have held considerable securities of 
questionable value in lumber companies. The 
mutual was organized to write fire insurance 
on lumber yards and manufacturing wood work- 
ers but it now writes a general classification 
under the agency plan. It found the lumber 
business disastrous. 

Mr. Hines was chairman of the board of the 
stock and president of the Mutual. Other of- 
ficers who acted for both companies were: Geo. 
R. Hess, president of the Stock and vice-presi- 
dent of the Mutual, and G.*G. Gilkeson, secre- 
tary-treasurer of the former and secretary of 
the latter. 

The recent examination showed three hundred 
seventy-nine thousand assets of the Illinois 
Travelers and two hundred forty-nine thousand 
of the Mutual non-admissable. Stocks and 
bonds totaling two hundred eighty-seven thou- 
sand and a note to J. H. Hines for ten thou- 
sand were knocked out of the assets, and stocks 
and bonds for one hundred and fifty-nine 
thousand were disallowed in the Mutual. These 
latter were in the Canadian Timber Company 
and it is reported that much of the [Illinois 
Travelers securities were in the same concern. 


MOVES WESTERN DEPARTMENT 
Liverpool and London and Globe Brings 

Chicago Executives to New York 
The western department of the Liverpool & 
London & Globe Insurance Company, the Star 
Insurance Company and the Federal Union In- 
surance Company will be transferred to New 
York, August 1, according to an announcement 
by Harold Warner, United States manager of 





these companies. The Chicago and Cook county 
farm, hail and survey departments will not be 
included in the change. 

Assistant Manager A. C. Hollington will 
remain at the Chicago office with the title of 
Chicago manager and will have supervision of 
these departments. Western Manager H. T. 
Cartlidge, Assistant Manager M. H. Grannatt 
and Agency Superintendent C. L. Corbet will 
move to New York. 

State and special agents were in Chicago last 
week in conference with Mr. Warner and, it 
is announced, no changes are contemplated in 
the field force. About forty department heads 
and important members of the office force will 
move to New York where the office will be lo- 
cated on the sixth floor of the Pershing Square 
Building, Park avenue and Forty-second street 
where the Eastern and Southern departments 
are now located. 

One advantage expected from the change will 
be the fact that the executives will have more 
time to make agency visits. The plan, it is 
said, will include a number of changes afford- 
ing additional facilities for the benefit both of 
patrons and agents. 


ILLINOIS AGENTS GATHER 


Shirley E. Moisant Holds Annual Tourna- 
ment at Kankakee Country Club 

Cuicaco, Itt., June 13.—The executive com- 
mittee of the Illinois Association of Insurance 
Agents combined work with pleasure when they 
held a meeting prior to the annual golf tourna- 
ment and party given by Shirley E. Moisant at 
the Kankakee Country Club, Kankakee, Ill. Mr. 
Moisant is secretary-treasurer of the Illinois 
association. 

The committee began work preparing a list 
of prominent insurance men of the State who 
will lecture on insurance at the University of 
Illinois school of commerce during the fall 
semester. The committee also agreed to con- 
tinue its campaign for new members and to 
co-operate with the National Association of In- 
surance Agents in organizing additional local 
boards. The national association is planning 
to send a field man to this State this month. 
The committee awarded its annual meeting to 
Springfield to be held soon after the annual 
meeting of the National Association. 

There was a record attendance on hand for 
the tournament, 104 out-of-town insurance men 
registering. 
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Club House 


Agents— 


Do you want helpful suggestions? 


We invite you to confer with us 








This Company’s Home Office Organization, 
by reason of its Country-wide experience and daily contact with diversified 
lines and up-to-date information, can no doubt make many timely sug- 
gestions that will help you build up your business and Organization. 


Maryland Casualty Company 


Baltimore 


Power Plant Print Shop Garage 





We hope you will call to see u 
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(ink UP (()) WITH THE LINCOLN) 








Question: Why does The Lin- 
coln National Life make 
its agents’ contracts non- 
forfeitable ? 





Answer: To give its field force real 
property rights and permanency 
the LNL makes the most liberal 
and profitable arrangements with 
its agents. Ask us about it. 


THE LINCOLN NATIONAL 
‘LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 





Insurance in Force More Than $535,000,000 











ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point 
of company and service. Think it over: 


I oak 65 caccd xscndcaveeonn 5,000 
Mary acctiemtal Gemth ..... 6 cccccccccccses 10,000 
Certain accidental death ................. 15,000 


Accident Benefits $50 per WEEK (non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the 
hands of a progressive agent and we invite you to 
give serious consideration to the United Life 
“Policy You Can Sell.” 


There may be an opportunity in your town. Our 
Vice President, Eugene E. Reed, will tell you all 
about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord, 


New Hampshire INQUIRE! 


— 
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Casualty, Surety and Miscellaneous 








NATIONAL SURETY MAY 
ENTER ENGLAND 


Plans for Direct Writing Abroad Said 
to Be Forming 


E. M. ALLEN IN GREAT BRITAIN AS 
“PROSPECTOR” 


Move Would Mark Internationalism of 
Giant American Carrier 

The possibility that the National Surety Com- 
pany, New York, may enter England and the 
British Isles as a direct-writing organization 
looms on the insurance horizon with no little 
clarity. While Ture Srecrator has been un- 
able to secure official confirmation of this in- 
tention, the plan very likely has progressed be- 
yond the rumor stage and it is, in addition, 
bruited that the company will also do business 
in France. 

E. M. Allen, executive vice-president of the 
National Surety, went abroad recently with the 
purpose, it is inferred, of making the arrange- 
ment necessary to permit the company to begin 
active writings in England. He is said to have 
been given wide latitude and powers in the 
selection of personnel and in laying the tracks 
for the National’s train of success to be piloted 
on the other side of “The Pond.” Vice-Presi- 
dent Allen returns to the home office in New 
York city probably this week and an interest- 
ing announcement is expected. 

The entry of an American surety giant into 
England would be further proof of the great 
expansion achieved by United States surety 
companies in the past decade or more and the 
constant broadening of insurance enterprise on 
this side of the Atlantic. 

OPENS NEW SERVICE OFFICE 

Globe Indemnity Adds to Facilities at 

Albany 

The Globe Indemnity Company, 
has opened a service office in Albany, N. Y., 
immediately adjoining its claim department at 
91 State street, with B. E. Watson, Jr., as 
resident manager. 

Mr. Watson has been associated with the 
Globe for many years, both at its home office 
and as a field special agent. He will have as 
an underwriter Robert C. Folley, who has served 
the Globe for the past six years in the New 
Jersey underwriting department. 

The new service office will provide complete 
underwriting, claim, audit and safety engineer- 


Newark, 


ing service. 





Losses on Guarantee Bonds in Canada 

Montreat, Can., June 11.—The failure of 
the Dominion Gresham Guarantee and Casualty 
Company is the result of certain guarantee 
bonds issued, according to information now 
available. Included among these are some 


bonds guaranteeing the purchase price of cer- 
tain real estate in Toronto, totaling about $750,- 
000, none of which was reinsured. There were 
also several millions in bonds issued in connec- 
tion with the export of liquor in recent years, 
and though these had been returned to the com- 
pany upon receipt of landing certificates, it now 
appears that the latter were forged. and the 
Dominion Government has made claim against 
the insurance company. 

Though the Dominion Guarantee 
and Casualty Company has a Canadian charter, 
obtained in 1893, $245,000 of its $250,000 of 
paid-up capital is held by the Gresham Fire 
and Accident Insurance Society, Ltd., of Lon- 
don, Eng., the balance of the stock being 
merely directors’ qualifying shares. The Eng- 
lish company sent a representative here in the 
Spring and, when the situation became known, 
liquidation was applied for. 


Gresham 





Ten Leaders in Fidelity Insurance 
for the Years 1927 and 1918— 
Compiled by The Spectator 


Net Net 
Prems. Prems. 
Received Received 
in 1927 in 1918 


National Surety, New York.. . $5,861,902 $2,163,981 


American Surety, New York.. 4,700,392 2,062,800 
Fidelity & Deposit, Baltimore 4,585,747 1,394,722 
U.S. Fid. & Guar., Baltimore 4,364,629 1,808,116 
Aetna Cas. & Sur., Hartford. . 1,852,848 344,475 
Maryland Cas., Baltimore... 1,457,798 256,494 
Hartford Acc. & Ind., Hart’fd 1,456,073 ...... 
New Amsterdam Cas., Balt. 1,338,874 251,009 
Fidelity & Cas., New York. 1,269,261 523,238 
Globe Indemnity, Newark 959,147 oe 

Mass. Bond. & Ins., Boston Seats 309,992 
Royal Indem., New York.... _......... 299,927 


OGM oi ita cies $27,846,671 $9,414,754 

The ten leaders in fidelity business in 1926 had 

a premium income of $28,537,814, so that the 
decrease in 1927 amounted to $691,143. 











Thumb Screws on Plate Glass 
(Concluded from page 3) 
companies in 1926 were $16,514,192, while in 

1927 they fell to $15,693,889. 

Plate glass insurance was, at one time, just 
about the most profitable line of coverage a 
company could write and, while there was no 
great amount of it by comparison with automo- 
bile liability, burglary and theft, or surety, what 
there was kept the wolf from the stockholders’ 
doors in more than one organization. Now, if 
rate reductions continue, a few very large com- 
panies may be able to show satisfactory results 
on plate glass business by watching underwriting 
but supporting there by investment 
profits. Those companies not able to “stand the 
gaff” would then find the water receding and 
leaving only shallows behind. 


losses 


Heads Chicago Surety Department of New 
York Indemnity 
Cuicaco, Itt., June 12.—S. H. Griffin, for- 
merly with the American Surety, has been ap- 
pointed assistant manager of the surety depart- 
ment of the New York Indemnity Company’s 
Chicago branch office. 


19 


AGREEMENT ON CHICAGO 
SURETY RISKS 


Conference Findings Become Effective 
hi 


in 
This Week 
HOPE “WAR” IS ENDED 


Appointment of Arbitrator to Be Made 
Soon—Commissions Regulated 

Cuicaco, ILt., June 12.—Surety underwriters 
of Chicago are busy trying to bring order out 
of the muddle that their business in this city 
had fallen into by adopting a mutual agree- 
ment upon a set of acquisition cost rules. The 
rules, virtually the same as those approved by 
the local underwriters last November, were ac- 
cepted by the special sub-committee of the na- 
tional agency committee of the National 
Acquisition Cost Conference and were reap- 
proved by the local association. 

The rules, taking a cue from the successful 
program used by the New York surety under- 
writers, provide for an arbitrator to handle the 
unpleasant task of reducing the preferred agency 
connections of the various companies. The 
local committee, which is the executive and 
acquisition cost committee of the Chicago As- 
sociation, now is pondering the problem of 
whom to select for the important post. 

The new schedule eliminates district agents 
and provides for only two classifications, gen- 
eral agents, which also includes branch offices; 
and producers, which also includes office agents, 
iocal agents, agents and brokers. Maximum 
commission to general agents or branch offices 
is specified at 30 per cent and the maximum 
brokerage is 20 per cent, except in some in- 
stances where it is 15 per cent. 

The rules limit each company to one general 
agent and one branch office or two general 
agents or two branch offices in the city of Chi- 
cago. Right of appeal from the ruling of the 
local committee to the national agency commit- 
tee is provided, whose action shall be final. It 
is provided further that the national agency 
committee shall have no right to consider re- 
lief for any excess preferential commission 
agency whose appointment was made _ subse- 
quent to March 1, 1927. These measures, it is 
hoped, will eliminate the evils complained of in 
Chicago surety circles for some time past. 

The rules were accepted on behalf of the 
national conference by a committee composed of 
A. D. Kelly, F. & D., and R. F. Proctor, 
Maryland Casualty; W. E. McKell, American 
Surety; John L. Mee, National Surety, and W. 
A. Edgar, United States Fidelity and Guar- 
anty. They went into effect on Sunday. 

The local committee is composed of W. H. 
Hansmann, chairman; Gordon Fox, R. E. Cline, 
W. H. Kress, W. O. Schilling, J. L. Maehle 
and A. A. Korte. 
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VALUABLE FIRE INSURANCE COURSE 





Sunderlin’s Lectures 


ON THE 


Fire 


Insurance 


Contract 


By CHARLES A. SUNDERLIN, A. B., LL. B. 


of the Los Angeles Bar 
Secretary and General Counsel of the Insurance Institute of Southern California 


The 40 lectures by Mr. Sunderlin constitute a distinctly valuable contribution to the literature of fire 
insurance, and will be of genuine service to executives; underwriters; adjusters; general, special and local 


agents; insurance brokers, lawyers and the public. 


By studying these lectures, managers, agents, brokers and other students can gain a clearer under- 
standing of the provisions of the fire insurance contract, thus fitting themselves the better for the intelligent 


handling of their business. 


34 OF THE SERIES OF 40 LECTURES NOW READY EMBRACE THE FOLLOWING TITLES: 


1—The Policy Contract—General 
2—Insurable Interest 

3—Public Relations 

4—State Regulation or The Police Power 
5—Cooperation and State Supervision 
6—Co-Insurance 

7—Valued Policies 


8—Professionalizing the Fire Insurance Busi- 
ness 


9—-Construction and Operation of the Policy- 
Contract 


10—The Fire Insurance Rate 
11—Fire Insurance Reserve 
12—Agency and Brokerage 
13—Premiums 

14—Fire Prevention 
15—Waiver and Estoppel 
16—Coverage 
17—Misrepresentations 
18—Warranties 


19—Matters Voiding Policy 

20—Matters Suspending Insurance 

21—Chattel Mortgage Clause 

22—Fall of Building Clause 

23—Negligence 

24—-Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—-Ascertainment and Amount of Loss—Ap- 
praisal 

28—Options of Company in Case of Loss 

29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ap- 

praisal or Examination 
31—Adjustments 
32—Subrogation 


33—Insurer’s Liability 


34—Mortgagee Interests 


LECTURES STILL TO BE PUBLISHED 


Earthquake Clauses 

Use and Occupancy—Profits and Commis- 
sions—Rents and Leaseholds 

Floating, Excess and General Cover Contracts 


Miscellaneous Forms 
Endorsements 


Reinsurance 


34 of the lectures have already been delivered and printed in pamphlet form, and the 6 others are 
to be delivered at regular and short intervals. 


PRICES 


Single copy of one lecture, $1.00 


Set of 40 lectures, $30.00 


Liberal Diseoumts Granted Purchasers of Large Supplies of Sets or of Single Lectures 


THE SPECTATOR COMPANY 


CHICAGO 


Sole Selling Agents 


NEW YORK 
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Tricks in All Trades 


HEN the writer entered the liability 
W field, there were rumors of an or- 

ganized gang in the building trades, 
to defraud the insurance companies. These so- 
called “gangs” were composed of carpenters, 
concrete men, fireproof laborers, etc. Their 
method was to get a position where there was 
considerable work going on and, in many cases 
single out certain jobs where the steel erectors 
were known to be a little careless. The first 
real evidence of this condition, came to the 
writer’s attention, when I investigated a case 
and, as a result of gaining the confidence of a 
man, learned the existing situation. This man 
was employed by a large firm as a carpenter, 
building concrete forms, and one day while 
engaged in his work was struck on the head 
by a bolt used to fasten steel beams together 
before riveting. The blow on the head ren- 
dered him unconscious for a few minutes and 
he toppled over. Immediately upon recovering 
consciousness, he was surrounded by two or 
three men all equipped with cards bearing 
lawyers’ names and signed on the back with 
the name of the runner for the lawyers. 

He did not accept these cards but leaving the 
scene of his work, he went to his own doctor to 
have his injuries cared for and then went home. 
That evening he was approached by a lawyer 
and a doctor and urged to place his case in their 
hands with the promise of a large sum for dam- 
ages. This lawyer soon found out that he could 
not make any progress with this man and asked, 
“Do you need any money’? and with that re- 
mark, withdrew from his pocket a large roll of 
bills and offered the injured man $100 saying 
“accept this on account.” 

The injured was in no hurry to make a deci- 
sion, so he dismissed the doctor and the lawyer 
and in a few days he went to the office of the 
assured and they told him who the carrier was 
and he paid them a visit. He explained his case, 
was examined by the company doctor and after 
I had thoroughly investigated his claim the case 
Was settled to his entire satisfaction. 


How “THe Ganc” Works 

After this man’s case was settled, he told 
the writer about this gang and its method of 
operation. He stated that around nearly every 
building on which he worked, there were at least 
three or four men working along with other 
men who were constantly watching for acci- 
dents. If the injured could not speak the lan- 
guage of the runner, or was not one of his own 
kind he would get some one to talk to him, 
otherwise he did it himself. This runner would 
then get the name of the carrier and in a few 
days the runner would bring the injured to the 
office, say that he saw the accident, that he was 
a friend of the injured and that he wanted him 
to get a square deal. If he found that he could 


not bulldoze the claim adjuster, he would com- 
mence to threaten to take the case to a lawyer. 
Very often the lawyer was waiting downstairs. 

If the runner is successful in settling the 


By Joun H. MEUSE 


claim he collects 331%4 per cent for himself. If 
he fails he notifies the lawyer at once and the 
lawyer exacts a fee of 50 per cent and the run- 
ner only loses a small part; but, no matter which 
way the case goes, the runner wins every time. 

The writer was also informed that the 
majority of accidents that happened on these 
construction jobs were caused by falling rivets 
or bolts. This did not seem possible so I made 
some inquiries and found out that such a state- 
ment was grossly exaggerated. This gang 
knows that mostly all the steel erectors are 
insured and that the foreman and his men are 
always from one to four floors above the car- 
penters or concrete men. Consequently, no 
matter what happens to the injured, it is always 
a bolt or a rivet or a piece of iron. They are 
very careful that no one outside of their own 
gang is around at the time of the accident. This 
gives the gang a good chance to work and as a 
rule they don’t say anything to the steel fore- 
man until perhaps a half-hour after the acci- 
dent when he is informed and a rivet or bolt 
is shown to him. This bolt or rivet might have 
been picked up in some other part of the build- 
ing and kept for an emergency. 

The writer had a case sometime ago where 
it was reported that a man had been struck 
on the head with either a boit or rivet and was 
rendered unconscious. He was taken away in 
a taxicab and when he arrived at the doctor’s 
office he was in a semi-conscious condition and 
was treated by the doctor and sent home and, 
for seven days after the accident, had no idea 
what struck him. It was not until his foreman 
called upon him that he actually knew how he 
was injured. The foreman asked him how he 
was getting on and if he knew what hit him. 
The foreman then told the injured to look into 


his overall pocket and in doing so a rivet was 
found planted there by the foreman. However, 
they did not stop to think that there was some 
one making a thorough investigation and who 
was familiar with the tricks, and the result of 
this investigation showed that instead of a rivet, 
it was a dry piece of concrete that struck this 
man, and the accident was actually caused by 
men working for the same firm as the injured 
who were engaged in breaking up concrete 
forms at the time. 


A Cram TuHat FaILep 

I had another case brought to my attention. 
A plumber was cutting a 4-inch pipe on one 
of the upper floors of a certain uptown build- 
ing and it so happened that the steel foreman 
was walking up the stairs, saw the man cutting 
the pipe, became interested and stood for a few 
minutes to watch him. He noticed that there 
was an opening around this pipe, about a foot 
square when this plumber finished cutting in- 
stead of laying the short piece of pipe that he 
had cut off along side of himself, he let it drop 
to the floor below. There was a man working 
directly beneath this opening, and the piece of 
pipe struck him on the head inflicting a nasty 
scalp wound. The injured was stunned for the 
minute and made an outcry, and several of his 
fellow workers gathered around him and car- 
him downstairs where he received first 
aid. In the meantime the steel foreman said 
nothing but followed the injured downstairs 
and watched the other men dress the injured’s 
head. When one of these men asked “How 
did you get this,” and before the steel foreman 
could tell what he had seen, some one of the 
gang already referred to spoke up and said it 
was a rivet. The steel foreman then interfered 


ried 
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and said that he was an eye witness and pointed 
to the mark on the injured’s head where there 
was a complete circle the exact circumference 
of the pipe. The injured was bald and this 
circle appeared as if the man had been branded. 
This ended that case right there. 
The writer is familiar with 
where a foreigner was slightly injured by some- 
thing falling. It was about noon and this in- 
dividual was on his way out to get something 
to eat when a young man stepped up to him 
and asked if his name was “So and So,” to 
which the injured replied, “Yes.” The young 
aman asked, “Were you hurt last week’? and 
the man said he was. The young man then said 
that he was from the compensation board and 
“in order for you to get any money you will 
have to sign this paper.” He placed before the 
injured a blank piece of paper and explained 
that, as he was in a hurry, he did not have the 
time to fill in the words but would do so after 
it was signed. The injured never had any acci- 
dents before and was unfamiliar with these mat- 
ters, so he signed the paper and just two days 
later the insurance company was served with a 
summons. This man had no idea of engaging 
a lawyer and preferred to settle his case with 
the company direct and when the investigator 
reached this man to learn about his injuries and 
asked him why he had engaged a lawyer for 
such a small thing, he stoutly denied that he 
had a lawyer. It was at this point that the 
story came to light about the blank piece of 
paper which had really been a retainer. The 
lawyer must have received a tip as the com- 
pany has not heard a word from him since. 
The cases spoken of are but a few that the 
writer wishes to burden his readers with but 
I assure you that there are many more and I 
believe that all of the companies which insure 
steel erectors, contractors, etc., are annoyed by 
the practice of this so-called gang. What the 
remedy will be to cure this evil is hard to say, 
but I do believe the system that the writer is 
trying now will possibly eliminate a large por- 
tion of it. I don’t claim that it will ever be 
entirely eradicated, but I do say that with 
quick co-operation you can get to the injured 
before the runner or so-called ambulance chaser. 


another case 


Duties oF THE CompANY MAN 

For example: When a company insures a 
steel contractor or general contractor and the 
job is of fair size, the first thing for the com- 
pany to do is to assign a man to this work; one 
who is familiar with construction of buildings, 
etc. This man should devote all of his time to 
the particular work and it should be his duty 
to get acquainted with the foreman, pushers and 
some of the workers but bear in mind that the 
majority of these men are tough characters. 

The man in charge should see that each 
floor, as the work progresses with the steel 
men, be covered with enough planks so that it 
will be impossible for rivets or bolts to drop 
through. Proper planking will save many a 
fractured skull. Also keep an eye on the rivet- 
ers and see what they do with the bolts removed 
from the steel before they start riveting. Many 
times these bolts are left on the planks and when 
the planks are moved to another place the bolts 
are forgotten and brushed off with the result 
that someone gets hurt. 





This man should see that the hoisting engines 
are properly lashed down on both ends and 
also look over the derricks. See that they are 
supplied with the proper number of guy ropes 
and that they are braced at the bottom to pre- 
vent slipping. If the man in charge is un- 
familiar with these matters, get into the good 
graces of the steel foreman and he will gladly 
point them out. The majority of these men are 
proud of their work and it is not their desire 
to main or injure their fellow-workers. As to 
cables, slings, etc., you may rest assured that 
they are always in good condition. 


GENERAL ConTRACTOR’sS RISKS 

General contractors: Where you are cover- 
ing this kind of a risk, see that all hoist open- 
ings are fenced in and properly guarded, all 
elevator shafts properly guarded, all stair-wells, 
pipe shafts, air vents, etc., or floor openings or 
places left open where busy workmen are apt 
to step or trip are guarded. If you should hap- 
pen to see something that might be dangerous, 
call the foreman’s or superintendent’s attention 
to it and see that he complies with your request. 

This is almost a safety man’s job; neverthe- 
less, you are on the job and one ounce of pre- 
vention is worth a pound of cure and a sug- 
gestion may save your company hundreds of 
dollars. 

The next step is the most important of all. 
Impress upon the assured the necessity of giv- 
ing you notice of the accident at once and insist 
on the foreman seeing the injured before he 
leaves the building. By this method you get 
first-hand information, and you can forestall any 
crooked work by this gang of runners. 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 














Statement as of 
December 31, 1927 


(Condensed from Statement of 
U. S. Treas. Dept.) 


Admitted Assets....... $8,857,801 
MN ig ocx she suet sass 1,200,000 
DE es oc dernenaes 1,409,037 


Fifteen Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 

Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 





Let the Southern Serve You 
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COMPLETES CAPITAL 
INCREASE 


Equitable Casualty and Surety in 
Strong Position 





$1,125,000 PAID IN 





$675,000 Goes to Surplus—Company Will 
Write Auto Liability 

The increase in capital of the Equitable Cas- 
ualty and Surety Company, New York, from 
$550,000 to $1,000,000 has now been completed, 
Early information on this move was given in 
THE Spectator of April 5. 

The par value of shares of the company was 
reduced from $100 to $10 and the present capi- 
tal increase involved the issuance of 45,000 new 
shares at $25 per share. Thus the full author- 
ized capital of the company has been issued and 
the amount now paid in to capital totals $450,- 
000, while $675,000 has been paid in to surplus, 
The combined capital and surplus of the Equi- 
table Casualty and Surety is over $2,000,000 
and will allow for the expansion of its field of 
operations which the company is now putting 
into force. 

In addition to its capital increase, and permit- 
ted by that move, the company will enter the 
liability insurance business and will concentrate 
on automobile liability lines. Under the di- 
rection of Harold Spielberg, chairman of the 
board of directors and active manager of the 
company’s affairs, an automobile liability de- 
partment is being organized with experienced 
underwriters in charge. 


AIR-OLYMPICS ON JUNE 30 
Detroit Events of Interest to Insurance 
Underwriters 
The National Air Tour planned to demon- 
strate the safety of air travel, will begin on 
June 30 as part of the great Detroit Air- 

Olympics. 

This annual reliability contest, sponsored by 
the Detroit Board of Commerce, is watched by 
insurance men with more interest, perhaps, than 
any other aeronautical events. For years in- 
surance corporations have been studying air- 
craft safety, with an eye to business oppor- 
tunities in a growing industry. The National 
Air Tour is one of the most valuable sources 
of field data for underwriting purposes and 
the reliability competition for the Edsel B. 
Ford trophy is playing a conspicuous part in 
the movement to differentiate between stunting 
and “pay load” aviation. 

The 1928 tour will cover a course more than 
6000 miles long and traversing 14 States. Some 
20 pilots are expected to enter. 

Four other events of major aeronautical im- 
portance are scheduled for the Detroit Air- 
Olympics. They are the Gordon Bennett In- 
ternational Balloon Race, the Boys National 
Model Airplane Contest, an exhibition of glider 
flying and the annual meeting of the aero- 
nautical section of the American Society of 
Mechanical Engineers. Carl V. Carlson, 15- 
year-old Chicago boy, will bring his world’s 
record indoor tractor here, the little ship which 
recently made model history by remaining aloft 
for 259 seconds. 
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NEW ENGLAND AGENTS‘ 
CONVENTION 


Program for Sessions at Poland 
Springs 


DATES ARE JUNE 20, 21 AND 22 


Auto Insurance to Receive 
Close Attention 

The full program for the meeting of the New 
England Association of Insurance Agents, as 
arranged by E. J. Cole, Fall River, Mass., and 
James L. Case, of Norwich, Conn., contains the 
names of many well-known insurance men. The 
meeting is to be held at the Poland Springs 
House, Poland Springs, Me., June 20, 21 and 
?? 


The program follows: 


WEDNESDAY AFTERNOON 
Meeting of advisory board. 


WEDNESDAY EVENING 

Official welcome to convention—James W. 
Cook, presiding chairman of the New England 
Advisory Board. 

Greeting from the Maine Association of In- 
surance Agents.—President F. A. Peabody. 

Greeting from the National Association of In- 
surance Agents President W. Eugene Harring- 
ton. 

Greeting from the State of Maine—His Ex- 
cellency Honorable Ralph Brewster Governor 
of Maine. 

“The Price of Happiness.”—Rev. John Nicol 
Mark of Arlington, Mass. 

Orchestra—Songs—Solos. 


TuurspAY MorniNG 

Opening period. Orchestra. 

Call to order. Invocation. 
of chairman, James W. Cook. 

Annual report of secretary-treasurer, Warren 
S. Shaw. 

Address. National Association Activities.— 
W. Eugene Harrington, president National As- 
sociation of Insurance Agents. 

Discussion Period—Led by 
Varney-Rochester, N. H. 

Address.—The Community of Interest and 
the Necessity for Co-operation Between Com- 
panies and Agents, Sumner Rhoades, manager 
Eastern Underwriters Association. 

Discussion Period.—Led by James L. Case, 
Norwich, Conn. 

Address.—Insurance—As I have seen it— 
North, South, East and West—T. Alfred Flem- 
ing, director of Conservation National Board 
of Fire Underwriters. 

Address.—“Trifles Make Perfection But Per- 
fection Is No Trifle’—Rev. John Nicol Mark. 

Adjournment. 


Annual address 


Charles W. 


THURSDAY EVENING 
Informal reception—Entertainment—Dance. 

Fripay MorNING 
Opening Period.—Orchestra. 

Discussion Period—Led by Charles B. Mac- 
Kinney, president of the Rhode Island Associa- 
tion. 

Address. Your Stake in New England.— 
Dudley Harmon, executive vice-president of the 
New England Council. 

Address. Compulsory Automobile Insurance 
Is It a Success?—John W. Downs, manager 
Insurance Federation of Massachusetts. 

Address. To be announced. 

_ Discussion Period.—Led by President James 

W. Cook on any Phase of the Convention. 
Closing Address. To be announced. 
Adjourn. 


HEALTH AND ACCIDENT UNDERWRIT- 
ERS’ ANNUAL MEETING 
Sessions to Be Held in Chicago on Septem- 
ber 5, 6 and 7 

The twenty-seventh annual meeting of the 
Health and Accident Underwriters Conference 
will be held at the Edgewater Beach hotel, Chi- 
cago, on September 5, 6 and 7. Harold R. 
Gordon, executive secretary of the Conference, 
has already sent out a notice drawing atten- 
tion to the place and time of the gathering and 
urging those who will attend to make early 
reservations. 

A new arrangement of sessions has been 
worked out for the 1928 meeting. Formerly, 
business affairs were held during the morning 
of each day, leaving the afternoons for enter- 
tainment features. At the September meeting 
the entire first day will be given over to enter- 
tainment except for executive committee ses- 
sions in the evening. On the second day there 
will be business meetings both morning and 
afternoon; and on the third day there will be 
a morning business meeting. 


James H. Fay Promoted by Employers’ 
Group 

Edward C. Stone, United States Manager of 
the Employers’ Liabiilty Assurance Corpora- 
tion, Ltd., and president of its subsidiary, the 
American Employers’ Insurance Company, has 
announced the appointment of James H. Fay as 
superintendent of the burglary and plate glass 
department for both companies, succeeding 
Frank J. Riordan, deceased. 

Mr. Fay has been associated with the Em- 
ployers’ for over fifteen years, the past nine of 
which have been with the department now placed 
in his charge. He has a wide acquaintance 
among insurance men. 


William M. O’Shea Made Plate Glass Man- 
ager of Maryland Casualty at New York 
J. Ives Barton, resident vice-president at New 

York for the Maryland Casualty Company of 

Baltimore, has announced the appointment of 

William M. O’Shea as manager of the plate 

glass department in his office and has char- 

acterized him as “Our New Serva-Broker Man.” 


Montana Rulings on Accident and Health 


Secause of alleged attempts by some accident 
and health companies to withhold or refuse to 
pay claims to railroad employees, on the grounds 
that a railroad hospital is not a public licensed 
hospital, the Montana Insurance Department has 
ruled that benefits must be paid in full to all 
railroad men treated in railroad hospitals, 


A. Richard Kusch Now Buffalo Manager 
of Lumber Mutual Casualty 

A. Richard Kusch, who has been superintend- 

ent of agents for the London and Lancashire 

Indemnity, has been made manager at Buffalo 


for the Lumber Mutual Casualty Company of 
New York. 





TRANSPORTATION INDEM= 
NITY GETS UNDER WAY 


Thomas B. Pendergast Is Manager of 
Recently-Formed Organization 


COMPLETE AVIATION COVERAGE A 
FEATURE 

One of McGee Group, Will 

Write All Air Risks 


The Transportation Indemnity Company, New 
York, which was organized recently by interests 
identified with William H. McGee & Co., began 
business this week in offices at 21 South William 
street, New York city. The company is a run- 
ning mate of the Transportation Insurance 
Company (Fire), and the Transportation Re- 
insurance Company, both of which are also 
McGee concerns. 

Thomas B. Pendergast is manager of the 
Transportation Indemnity and will have super- 
vision of its underwriting throughout the coun- 
try as soon as the company, which is licensed in 
New York, enters the several States wherein 
it is planning to operate. Mr. Pendergast was, 
at one time, production manager for the Indem- 
nity Insurance Company of North America, 
Philadelphia, and before that was connected 
with the Royal Indemnity of New York as a 
special agent and in underwriting posts at the 
home office. Vincent T. Burke will be associ- 
ated with Mr. Pendergast as head of the auto- 
mobile liability department, while H. H. Hulse 
will handle the underwriting of burglary and 
plate glass. 

A feature of the company’s plans is that, in 
addition to liability, burglary and plate glass, 
it will have a complete aviation coverage to 
offer. The Transportation Indemnity’s aviation 
department will be under the direction of As- 
sistant Secretary Daniel de R. M. Scarritt, for- 
merly chief of the air regulation section of the 
aeronautical division of the Department o1 
Commerce and experienced as a war and peace 
pilot. The aviation coverage will embrace all 
forms and will include liability of owners and 
operators, public and passenger liability, trans- 
mission and delivery of money and merchandise, 
and mail shipments. The aviation fire hazards 
will be carried by the Transportation Insurance 
Company and the combination offered by the 
group marks a forward step in the aviation in- 
surance activities of American companies. 


Company, 


“Bill” Barnhart, Busy Bustler 


W. L. (“Bill”) Barnhart, director of publicity 
for the National Surety Company and teacher 
of salesmanship and production methods, will 
leave the home office of the company soon on an 
agency trip that will take him into Illinois, In- 
diana, Nebraska, Missouri, Minnesota and Colo- 
rado. He will address State bankers’ and ad- 
vertisers’ associations and will broadcast over 
Station KOA at Denver on June 22. The 
schedule he has mapped out is an arduous one, 
sometimes calling for two speeches a day as, 
for instance, at St. Louis on June 26, when he 
will talk to a bankers’ meeting and a session of 
a graphic arts group on the same afternoon and 


evening. 
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The Colonial Life Insurance Company of America 


Insurance in Force 


One Hundred Million Dollars 


1927 Showed Greatest Gains in History 
of Company 





Wide Variety of Ordinary and 
Industrial Policies Give Agents Un- 
usual Money Making Opportunities. 





OFFICERS 


E. J. Heppenheimer, President 
George T. Smith, Vice President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice President S. R. Drown, Secretary 


Home Office—Jersey City, N. J. 











THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
Arthur E. Childs, President 





Columbian National Agents can offer the best in 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. Exceptional oppor- 
tunity is offered to salesmen of character and ability. 
Communicate at once with 

Agency Department 
77 Franklin Street, Boston, Mass. 














SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 
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ay Total claims paid 28 years ending 
An December 31, 1927, $57,976,110.40 
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C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 
NASHVILLE = «= = TENN. 





















Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 


President P ; : 

Vice President ‘ 

2nd Vice President (Agency Supervisor) 
tary : 


HENRY P. BLAIR 


ALLEN C. CLARE 





Actuary ae GILBERT A. CLARE 
Main Office, 816 14th Street, N. W. WASHINGTON, D. C. 
eel Se ——__ 











GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 























HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insuranee companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


B. L. TALLEY, President BALTIMORE, MD. 


CHAS. H. TAYLOR, Secretary 












































PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
ingurance embrace the most valuable and standard treatises on these sub- 
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Boston Mutual Life Insurance 
Company 


“The Company of the 


Minute Man” BOSTON, MASS. 


E. C. MANSFIELD, Sec’y & Treas. 


77 Kilby Street 


H. O. EDGERTON, President 


ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
All desirable forms.of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and theis 
benefits SIMPLY PERFECT. 


Massachusetts. 













ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, Founder 






Greatest Illinois Company 
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THE ALLOCATION OF ADJUSTING EXPENSE TO LINE OF INSURANCE 


The task of allocating to lines of insurance 
the expenses of a multiple line company is not 
easy and yet it is imperative that it should be 
done with reasonable accuracy. There is no 
item of expense whose distribution to lines is 
more difficult than the cost of investigation and 
settlement of claims. Some expenses are in- 
curred only in the field; others are confined to 
the home office; but here is one which extends 
to the entire territorial coverage of the com- 
pany, and requires the services of a large force 
in the home office. It is not difficult to obtain 
a fairly correct total of the claim expense of a 
company and to divide this between field and 
home office. But when the attempt is made to 
break this down to lines of insurance, the trouble 
begins. It is not so difficult to obtain a fairly 
satisfactory distribution of the home office por- 
tion for much of the work there is assigned by 
lines to separate groups and the expense of su- 
pervision can be distributed as an overhead. 

But to distribute correctly the expense in the 
field is a different proposition. In order to re- 
duce the cost in the field every adjuster must be 
able to adjust all kinds of claims and it is an 
exceptional day when he works on only one 
class of claims. Then, too, many claims stretch 
over weeks, months or even years before they 
can be definitely closed. And many cases are 
considered closed, only to be reopened at a later 
date. And yet this field adjusting expense must 
be distributed to line. How shall it be done? 
All claim notices may be given equal weight 
and the expense distributed to line according to 
the number of notices. This is a simple method 
but open to objections which are apparent. Or 
the claim notices may be weighted according 
to the allowance in the rate or consideration 
may be given to the average size of premium. 
Or the adjusters may be asked to estimate the 
comparative time required to settle different 
kinds of claims and from a study of these an- 
swers a set of weights may be developed. These 
are all better than nothing but far from satis- 
factory. 

Extract from an address before the Casualty Actu- 
arial Society at Philadelphia, Penna. 





By Wo. B. Barty 


Economist, Travelers Insurance Company 


In 1923 the Travelers started to experiment 
with this problem in the hope that ultimately a 
method might be developed which would give a 
maximum of accuracy with a minimum of ex- 
pense. 

The highest accuracy would be obtained if 
every claim representative in the field, whether 
adjuster, investiagtor or clerk, kept a personal 
time sheet which would give a correct daily 
record of the time devoted to each line of insur- 
ance upon which any work was done. Accord- 
ingly four adjusting offices were selected and 
all the workers were asked to keep daily sheets 
which would tell how their time had been dis- 
tributed to line of insurance for a period of 
three months. Since there were twenty-six 
lines of insurance under which claims were set- 
tled, it is easy to see that the sheets were rather 
complicated and the work in these offices slowed 
down a little. 

Then, too, the task of tabulating the material 
on the time sheets after they were received at 
the home office proved to be a time-consuming 
and expensive operation. A comparison of the 
results by adjusting offices showed differences 
which were not likely to be smoothed out un- 
less a large number of offices were studied. 
Then there were seasonal variations in lines of 
insurance which could be removed only by 
carrying the study throughout an entire year. 
And one line of coverage might increase much 
more rapidly than others. This was undoubtedly 
the method of study to ensure accuracy but the 
technical difficulties inherent in it caused us to 
search for an alternate and simpler plan. 

The next effort made to solve this problem 
was to attach a time sheet to each claim notice 
when the file was prepared in the field and to 
require every worker in the field who spent any 
time upon the case to make a note of the amount 
of time employed on the case together with the 
nature of the work done. Each entry bore the 
initials of the recorder. 

During 1925 time studies by this method were 
made in six adjusting offices of the claims re- 
ported during a three-month period. As the 


25 


cases were closed the time sheets were sent to 
the home office for tabulation and aften nine 
months had elapsed all the remaining sheets 
were called in with estimates made by the ad- 
justers of the future work required on those 
which had not been closed. 

When tabulation had been completed, it was 
discovered that the cost of adjusting claims 
varied considerably by adjusting office but that 
there was a striking uniformity when the types 
of claims were considered. The same kinds of 
claims were the most expensive to adjust in all 
offices and the same types were the cheapest in 
all offices and arranged in order of cost, the 
position by type of claim was quite uniform in 
the different offices. 


Here was a method which possessed many ad- 
vantages. The sheets were easily kept in the 
adjusting offices and easily tabulated in the 
home office. Seasonal fluctuations were prac- 
tically eliminated because the expense would be 
distributed to line according to the average 
amount of time required to settle the different 
type of claims. 
cident 


The premium volume or ac- 
frequency could increase or decrease 
without affecting the accuracy of the figures. 
There was, however, one grave doubt which 
had to be removed before this method could be 
adopted. The expenses of an adjusting office 
should be distributed by line of insurance on the 
basis of all claims upon which work is being 
done in the office. This method considered only 
the claim notices originating during a period. 
Many of the claims on which work is currently 
done in an office originated months or even 
years before and upon some of the claims work 
will be done months and years in the future. 
The question now was whether the division to 
lines of the work in an adjusting office for a 
year would be nearly the same if the time spent 
upon (1) all the cases upon which work was 
done in the office for a twelve-month period was 
compared with the work done upon (2) the 


(Continued on page 29) 
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AMERICAN LIABILITY COMPANY 
Cincinnati, Ohio 
Western and Southern Life Buys Control 


Control of the American Liability Company 


of Cincinnati, Ohio, has been obtained by the 
Western and Southern Life Insurance Company 
also of Cincinnati. Seventy-five per cent of the 
stock of the American Liability, which has a 
capital of $200,000, was acquired by the West- 
ern and Southern. 

The American Liability Company was or- 
ganized in 1919 to take over the American Lia- 
bility Company of Indianapolis, a company which 
had been writing accident and health business 
on a monthly payment basis for a decade. The 
American Liability of Cincinnati continued to 
write accident and health successfully and in 
1922 began to write automobile insurance which 
has also been profitable. Men prominent in 
business and financial circles in Cincinnati com- 
pose the board of directors and the company is 
in excellent repute generally. 

The Western and Southern Life is one of 
the old, established life companies and has assets 
of more than $80.000,000. As of December 31, 
1927, it had over $671,000,000 of insurance in 
force. For the present, the American Liability 
will continue to operate independently under 
its present management. 

CAPITAL CITY SURETY COMPANY 
New York, N. Y. 
Company Completing Capital Increase 





As announced in the Casualty and Surety 
Monthly Bulletin for March, the Capital City 
Surety Company of New York is increasing its 
capital from $100,000 to $250,000 and is adding 
$75,000 to the surplus account. 

There has been some change from the original 
plan as regards to the new stock offering. The 
public is offered 15,000 new shares, par value 
$10, at $15 per share. Of this amount, $10 will 
go to capital and $5 will be apportioned to 
surplus. 

The Capital City Surety was formed in 1912 
to write excise bonds. It has been writing a 
general fidelity and surety business only since 
1923. 
first since organization and enables the com- 
pany to write bonds in all the Federal courts. 
The officials of the company have under con- 
sideration a plan to extend operations to the 
plate glass field. 


The present increase in capital is the 


CONSOLIDATED INDEMNITY AND _IN- 
SURANCE CORPORATION 
New York, N. Y. 
Important Company Forming 
Details as to the official roster and the finan- 
cial structure of the Consolidated Indemnity 
and Insurance Company, now being organized 
in New York, are not yet available. There is 
a strong rumor to the effect that John F. Gilch- 
rist, chairman of the New York Transit Com- 


mission, and one of the incorporators of the 
new company, will be its president. 

The incorporators comprise some of the best- 
known financiers and business men in New 
York city. They include Bernard K. Marcus, 
president of the Bank of the United States; 
Saul Singer, president of the Cloak, Suit and 
Skirt Manufacturers Association; William F. 
Kenny, contractor; James J. Riordan, president 
of the United States Trucking Corporation; 
John F. Gilchrist, William Fox, George J. At- 
will, Samuel H. Golding, William Kline, Ger- 
hard Kuehne, C. Stanley Mitchell, A. S. White, 
J. L. Hoffman, I. H. Rosenthal, R. Sadowsky 
and A. E. Lefcourt. 


GENERAL ACCIDENT FIRE AND LIFE 
ASSURANCE CORPORATION, LTD. 


Perth, Scotland 


Takes Over Accident Department of Lib- 
erty Life of Kansas 

The General Accident, Fire and Life Assur- 
ance Corporation, Ltd., of Perth, Scotland, 
which has its United States head office in Phila- 
delphia, has purchased the accident and health 
bus‘ness of the Liberty Life Insurance Com- 
pany of Topeka, Kan. 

The Liberty Life Insurance 
organized in 1919 and had its charter amended 
in 1921 to permit the writing of accident and 
health It established a department for 
this class of business under the managership of 
B. P. Scott who held the titie of third vice- 
president. Good returns from its 
accident department and the premium income 


Company was 


lines. 


were made 
increased regularly up until 1927 when there 
The 
1927 


An announcement from 


was a noticeable falling off in volume. 
Liberty Life’s 
amounted to $182,607. 
the Liberty Life’s officials states that the com- 
pany desires to concentrate solely on its life 


accident premiums in 


business which is increasing steadily each year. 

The Accident has a_ considerable 
volume of accident and health business on its 
books although it comprises a comparatively 
small proportion of the company’s total busi- 
ness. In 1927 the General Accident’s premium 
receipts from its accident and health business 
amounted to $1,281,917. 

P. B. Scott has joined the General Accident 
and will manage the company’s Middle West 
Branch office at Topeka. 


General 


INDEPENDENCE INDEMNITY COMPANY 
Philadelphia, Penna. 
Suggest Capital Increase 

Stockholders of the Independence Indemnity 
Company of Philadeiphia, Penna., will be asked 
to vote on a proposed capital increase. The 
capital is now $1,500,000 and the directors have 
recommended that it be increased to $2,500,000. 
The last capital increase of the Independence 
Indemnity was effected in 1924. 


=o 


INTERNATIONAL REINSURANCE 
COMPANY 
Paid-in Capital and Surplus $3,000,000 
CARL M. HANSEN IS PRESIDENT 


The completion of the organization of the 
International Reinsurance Corporation of Los 
Angeles, Calif., and the payment of its fully 
subscribed capital and surplus of $3,000,000, 
was announced by its president, Carl M. Han- 
sen, effective as of June 5. A summarized 
announcement of this fact appeared in Tue 
SPECTATOR last week. 

President Hansen stated that the organizers 
and subscribers of the stock for the new cor- 
poration include prominent Eastern bankers and 
insurance officials together with Los Angeles 
bankers and interests connected with the Pacific 
Mutual Life Insurance Company, the Pacific 
Indemnity Company and the Pacific Finance 
Corporation. 

The organization of the corporation was in- 
itiated by Mr. Hansen who has been prominently 
identified with the organization and management 
otf the American Reinsurance Company of 
Philadelphia and the General Reinsurance Cor- 
poration of New York. 

In launching the International, Mr. Hansen 
claims to have established several precedents: 
first, that the company starts with the largest 
pa'd up capital and surplus of any casualty 
and surety reinsurance institution in this coun- 
try at the commencement of its business; sec- 
ondly, the complete capital and surplus has 
been paid into the corporation’s treasury with- 
out a dollar of expense and the stock—all pri- 
vately subscribed—was more than 50 per cent 
oversubscribed. Upward of $4,000,000 in pre- 
miums of desirable casualty and surety rein- 
surance is assured from leading insurance com- 
panies and prominent corporations. 

Associated with Mr. Hansen in the direct 
management of the corporation is O. Rey Rule, 
as first vice-president. Mr. Rule is executive 
vice-president of the Pacific Finance Corpora- 
tion of Los Angeles, one of the largest com- 
panies of its kind in the world. He is also 
executive vice-president of the Pacific Indem- 
nity Company which, under the leadership of 
Lee A. Phillips as president, has, in the short 
period of and one-half years definitely 
established its success. Mr. Rule is also presi- 
dent of Rule & Sons, Inc., vice-president of 
the Elliott-Horne Co., director of the Pacific 
Mutual Life Insurance Company, director of 
the Citizens National Trust & Savings Bank 
of Los Angeles, and director in several other 


two 


successful institutions. 

J. Philip Bird has been elected second vice- 
president. Mr. Bird is president of the New 
Jersey Manufacturers Casualty Insurance Com- 
pany and the New Jersey Manufacturers Fire 
Insurance Company, both of which have enjoyed 
splendid growth and experience operating from 
their home office at Trenton, N. J. Mr. Bird 
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is also a director in the Mechanics National 
Bank of Trenton, N. J. 

E. A. Widmann, an investment banker of 
New York, president of Widmann & Coni- 
pany and executive vice-president and treas- 
urer of the International Germanic Company, 
Limited, of 26 Broadway, New York city, has 
been elected third vice-president. Mr. Wid- 
man, well known as an Investment Banker 
with extensive insurance experience, will directly 
represent the corporation in New York city. 


J. V. H. Challiss, who has been successfully 
engaged in the investment business in Los 
Angeles for some years, has been elected secre- 
tary and treasurer. It is understood that Mr. 
Challiss has been associated with Lee A. Phil- 
lips who has had charge of the investment de- 
partment of the Pacific Mutual Life Insur- 
ance Company and the Pacific Indemnity Com- 


pany. 


The board of directors is composed of promi- ° 


nent insurance men and financiers combining the 
West and East as well as London, England. 
The complete board, in addition to the officers, 
is as follows: 


Fred S. Albertson, a Los Angeles capitalist, 
who is also a director of Dodge Brothers, Inc., 
of Detroit; Clarence H. Crawford, director, 
Pacific Indemnity Company, Los Angeles, and 
member of the firm of Swett, Rolph & Craw- 
ford, San Francisco and Los Angeles; Thomas 
B. Donaldson. former. Commissioner of In- 
surance, State of Pennsylvania, United States 
manager, Baltica Insurance Company of Copen- 
hagen, Denmark, vice-president, New Jersey 
Fire Insurance Company of Newark, N. J., and 
associate manager, Eagle Fire Insurance Com- 
pany, Newark, N. J.; W. P. Jeffries, presi- 
dent, W. P. Jeffries Company, Los Angeles, 
director Los Angeles First National Trust & 
Savings Bank, treasurer of the Los Angeles 
Investment Company, president of the Jonathan 
Club of Los Angeles, and director of several 
other important institutions; C. Sumner James, 
vice-president, Citizens National Trust & Sav- 
ings Bank, Los Angeles; Harry D. Leavitt, 
director Mechanics National Bank, Trenton, N. 
J., president Capital City Trust Company, Tren- 
ton, N. J.; D. E. C. Moore, associate general 
counsel, Pacific Mutual Life Insurance Com- 
pany, Los Angeles; D. C. McEwen, vice-presi- 
dent Pacific Mutual Life Insurance Company, 
Los Angeles; Jacob C. Myers, capitalist, At- 
lantic City, N. J.; E. J. Nolan, president Mer- 
chants National Trust & Savings Bank, Los 
Angeles, Calif.; Stuart O’Melveny, president 
Title Insurance & Trust Company, Los Angeles ; 
James R. Page, vice-president, Los Angeles 
First National Trust & Savings Bank; Laur- 
ance Padfield, member of firm of Bevington, 
Vaizey & Foster, Limited, insurance brokers 
and underwriters at Lloyds, London, England; 
P. D. Plumb, member of firm of Overton, 
Lyman & Plumb, attorneys, Los Angeles; Hon. 
E. C. Stokes. former governor of State of New 
Jersey, president Mechanics National Bank, 
Trenton, N. J., and George M. Wallace, vice- 
president Security Trust & Savings Bank, Los 
Angeles. 

In discussing the future plans of the Inter- 





national Reinsurance and his reasons for plant- 
ing it on the Pacific Coast, Mr. Hansen stated 
that the Pacific Coast and the South were rap- 
idly assuming major positions in the casualty 
and surety market and therefore the need of 
a strong reinsurance institution to take care of 
the surplus lines of the companies domiciled 
in the West and South was recognized as a 
necessary development to strengthen the direct 
writing companies’ position in these fields. 
California already is second in volume in cas- 
ualty and surety premiums in the United States ; 
New York only is ahead in such volume. 

The fact, however, that the home office is 
placed in Los Angeles does not denote that 
the corporation will confine its efforts to the 
West and South exclusively. It is planned to 
do a nation-wide business and offices will be 
opened in New York and Chicago concurrently 
with the opening of the home office in Los 
Angeles. 





NEW YORK CASUALTY COMPANY 
New York, N. Y. 
Stockholders Approve Capital Increase 

Stockholders of the New York Casualty 
Company, New York, met on May 24 and ap- 
proved the proposal of the directors to increase 
the capital stock of the company from $1,000,- 
000 to $1,500,000. 

Stockholders of record May 31 were per- 
mitted to subscribe for two shares of new stock 
for each share held. The new issue consisted 
of 20,000 shares, par value $25, which were 
sold at $75 per share. The expiration date is 
June 30. In addition to the $500,000 of the 
capital, the move will swell the surplus funds 
by $1,000,000. 

The New York Casualty Company was orig- 
inally know as the New York Plate Glass In- 
surance Company, the change in title occurring 
in 1925 when the company had its charter 
amended and took on additional lines. At that 
time the company’s capital was increased from 
$500,000 to $750,000 and on October 1, 1926, 
the capital was increased to $1,000,000. 

Since its entry into the general casualty and 
surety field the company’s writings have greatly 
increased and the main purpose of the present 
increase of capital and surplus funds is to take 
care of this rapid expansion. 


RELIANCE CASUALTY INSURANCE 
COMPANY 


Newark, N. J. 


R. B. Taylor Elected President of Company 
Which Recently Doubled Its Capital 
The Reliance Casualty Insurance Company of 

Newark, N. J., which began business in June, 

1926, with a capital of $150,000, which was sub- 

sequently increased in June, 1927, to $300,000, 

has again increased its capital, this time to 
$600,000. 

The increase was effected by the sale of 60,- 
000 additional shares of stock at a price of 
$12.50 per share. Of this amount, $5 was ap- 
portioned to capital and $7.50 to surplus, thus 
increasing the surplus by $450,000. The com- 


pany now has a paid-in capital of $600,000 and 
a like amount of surplus. 
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Stockholders of record April 30 were allowed 
to subscribe for the new stock one for one. 
The increase was fully paid in by May 21. 

At a meeting of the stockholders on May 28, 
Russel B. Taylor was elected president to suc- 
ceed Judge Charles F. Lynch who will, how- 
ever, retain his membership on the board of 
directors. Mr. Taylor has been the guiding 
genius of the Reliance since its organization. 
Up to the time of his promotion to the presi- 
dency, Mr. Taylor was vice-president and gen- 
eral manager of the Reliance. He has been 
the active executive and is responsible for the 
company’s underwriting policy, as well as for 
the upbuilding of its agency force. 

Mr. Taylor’s knowledge of insurance was 
acquired through nine years’ association with 
the Zurich General Accident and Liability In- 
surance Corporation, where, to use his own 
phrase, he was a “jack of all trades.” At one 
time, Mr. Taylor was chief adjuster of per- 
sonal injury claims for the Eastern depart- 
ment of the Zurich and his experience in this 
branch of the business has given him an insight 
into the disbursement side of the business which 
many otherwise well-rounded executives do not 
possess. Mr. Taylor holds very decided views 
on the close alliance of good underwriting with 
careful adjusting and the Reliance has made 
it a point to ensure the utmost co-operation of 
both departments. It is the custom in this 
company to call in the adjuster familiar with 
the risk whenever the underwriter questions its 
desirability. 

Mr. Taylor has spared no effort to build up 
an effective agency organization but here, too, 
the process has been very selective. Mr. Taylor 
is of the opinion that a good agent should be. 
in effect, a good underwriter, and though Re- 
liance agents have found their connection with 
the company to be highly profitable, it is well 
understood that the company will not serve as 
a dumping ground for bad business. 

The effect of these sound policies is shown 
in the results of the company’s operations to 
date, which indicate a steadily increasing volume 
of business written always at an underwriting 
profit. 

The company has recently established a surety 
and fidelity department under the management 
of Thomas F. Graham, formerly with the 
Fidelity and Casualty. Other departments will 
follow and the company expects to be writing 
burglary and plate glass insurance by July 1. 
The original charter of the company provided | 
for all liability including compensation and the 
company has just begun to actively solicit this 
latter line. 

The company is now preparing to enter the 
State of New York, which will be immediately 
followed by entrance into the States of Connec- 
ticut, Pennsylvania and Maryland. 

Following Mr. Taylor’s election to the presi- 
dency, Robert O’Gorman, formerly second vice- 
president, was promoted to first vice-president. 
Mr. O’Gorman is a member of the firm of 
O’Gorman & Young, prominent Newark agency, 
which serves the Reliance in that locality. 

The position of second vice-president, left 
vacant by Mr. O’Gormon’s promotion, will not 
be filled at present. 
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SOUTHERN SURETY COMPANY 
New York, N. Y. 
Co-operates With Missouri State Life— 





Companies’ Field Men Will Help Each 
Other—Combine a Strong One 


Des Moines, Iowa, June 11.—An_ alliance 
of the Missouri State Life Insurance Company 
and the Southern Surety Company through com- 
mon leadership on their boards of directors and 
co-operation between their large agency forces, 
has been effected by officials of the two com- 
panies, according to a simultaneous announce- 
ment made by Hillsman Taylor, president of 
the Missouri State Life, and C. S. Cobb, presi- 
dent of the Southern Surety Company. 

The Missouri State Life is the fourth largest 
joint stock life insurance company in America, 
and the Southern Surety Company is one of 
the largest surety companies in the country and 
the largest in the Middle West. 

Through their alliance, officials state that 
both companies will greatly benefit. Each will 
be able to direct a large amount of business to 
the other, both through their home offices and 
their respective agency forces. Among those 
who will accept membership on the Southern 
Surety’s board are: James E. Caldwell, chair- 
man of the board of directors of the Missouri 
State Life; Hillsman. Taylor, president of the 
Missouri State Life; C. S. Sargent, of Kidder, 
Peabody & Company, investment bankers of 
3oston and New York; and Rogers Caldwell, 
of Caldwell & Company, investment bankers of 
Nashville, Tenn. 

The Southern Surety Company of New 
York, as forecast in THe Spectator of May 
3 and as described at length in THE SPECTATOR 
last week, is being organized to take over the 
business and assets of the Southern Surety 
Company of Iowa. The capital and surplus of 
the new company will be approximately $5,000.- 
000, with admitted assets of approximately $11,- 
000,000. The company has an agency organ- 
ization of more than 4100, and does a general 
surety and casualty business in forty-three 
States. For the past nine years, the company 
has shown an average increase in business of 
approximately forty per cent per year. In 1927 
the company ranked seventh in the country in 
production of surety business. 

Officers of the new Southern Surety Com- 
pany of New York are the same men who have 
developed the Southern Surety Company of 
Iowa to its present standing. They include: 
C. S. Cobb, president, who organized the com- 
pany in 1907, and has been its president since 
that time; F. A. Ungles, first vice-president, 
who likewise helped organize the company in 
1907; J. H. Huckleberry, vice-president and gen- 
eral counsel, who has been with the company 
since 1909; Roy Armstrong, vice-president, for 
the past ten years head of the contract bond 
department; W. W. Powell, vice-president in 
charge of the accident and health department, 
who came to the company from the Missouri 
State Life in 1911; J. T. Price, treasurer; L. 
A. Schmitt, comptroller, and E. G. Davis, secre- 
tary. 


President Cobb and President Taylor state 
that in no instance will the agency force of 





either company be affected by the new arrange- 
ment, except to increase the business of those 
agencies in localities where both companies are 
represented. 

It is announced that the question of the re- 
moval of the general office of the Southern 
Surety is in no way involved in the new de- 
parture outlined above. A meeting of the stock- 
holders has been called for June 25, at which 
time the question of the future location will be 
considered. 


SOUTHERN NEW JERSEY TITLE AND 
MORTGAGE GUARANTY COMPANY 
Hammonton, N. J. 

Large Title Company Organizing 

The Southern New Jersey Title and Mort- 
gage Guaranty Company is being organized in 
Hammonton. Seventy-five thousand shares are 
authorized, of which 25,000 are class “A” and 
50,000 are class “B.” Class “A” stock has a par 
value of $30 and holders are not entitled to 
vote. Class “B” stock has a par of $15 and are 
entitled to non-cumulative dividends of not 
more than 6 per cent annually. The total au- 
thorized capital and surplus is $1,500,000. The 
stock will be issued in units, consisting of one 
share of class “A” and one share of class “B” 
at $55 per unit. 

The company will issue title policies and will 
also function as a regular mortage company. 

Edward W. McGovern is chairman of the 
board; P. A. Colasurdo, president, and Thomas 
Skinner, vice-president. 

Members of the board and advisory council 
include the following: Andrew Baxter, Jr., 
Louis De Brigard, T. P. Price, William L. 
Sneed, John R. Fasson, James L. King, John 
Miers, P. R. Nruman, Walter G. Runkles, 
Charles M. Phillips, Wm. L. Butler, Lester S. 
Hoft, Charles M. Conrad, Granville M. Price, 
Elmer F. Weidner, Henry J. Faby, Thomas A. 
Fannelli, Micael Commini, Henry L. Nichols, 
Earl R. Ryne, James E. Scull, J. P. Evernham 
and Douglas V. Aitken. 


STANDARD SURETY AND CASUALTY 
COMPANY 
New York, N. Y. 
$1,000,000 Company Forming 

A new company known as the Standard 
Surety and Casualty Company is being organ- 
ized in New York. It is to have a capital of 
$1,000,000. The incorporators are as follows: 
William R. Stephenson, C. V. Hickox, Louis 
Tofte, David Rumsey, John Hill Morgan, Wil- 
liam A. Lockwood, Vincent H. Rothwell, Henry 
N. Arnold, Mark W. Maclay, Richmond L. 
Brown, Alfred J. L’Henreux, Louis J. Wolff 
and Harding Cowan. 


REPUBLIC MUTUAL INSURANCE COM- 
PANY 
Oskaloosa, Iowa 
Receiver Asked for New Company 
The Republic Mutual Insurance Company of 
Iowa which was incorporated in March, 1926, 
to write health and accident insurance on the 
mutual plan is to be placed in receivership. At- 
torney-General Fletcher has made the applica- 
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tion alleging that the company has liabilities 
of $6460 and assets of $4086. 


UNITED INDEMNITY COMPANY 
Newark, N. J. 
Three Companies Organizing 

The United Indemnity Insurance Company is 
being organized in Newark, N. J., along with 
the United Fire and the United Reinsurance. 
The indemnity company will be capitalized at 
$250,000, consisting of 50,000 shares at a par 
value of $5 per share. 

Among the incorporators listed are the fol- 
lowing: S. P. Daly, Marcus D. Baldwin, H. T. 
Edwards, C. R. Reimer, W. O. Nelson, Arthur 
Partain, Nathan A. Watson, R. H. Gordon and 
M. M. Townshend. 





WASHINGTON CASUALTY INSURANCE 
COMPANY 
Newark, N. J. 
Million Dollar Company Planned 

One of the many new casualty organizations 
in New Jersey is a Newark company to be 
known as the Washington Casualty Insurance 
Company. Organization plans have not yet been 
worked out but the company will probably be 
capitalized at $500,000 and will have a like 
amount of surplus. 

Prominent in the organization of the com- 
pany is J. Herbert Reid, who will be president. 
Mr. Reid is active in insurance and also real 
estate circles in Newark and has an office in the 
Essex Building on Clinton street. John C. 
Conover is to be vice-president, C. I. Shirley, 
treasurer, Louis J. Beers, counsel. 

Charles A. Gould is active in the organiza- 
tion plans now going forward and will be a 
director of the company. Others who will 
make up the board are: Howard J. Borean, 
Edward Dillon, Charles E. Hetzel, E. J. Foley, 
Benjamin Jones. Corbett McCarthy, Charles A. 
Savage, Samuel Reeves, Harry P. Schaub, 
Edward A. Schilling and William G. Tolland. 

The company will start as soon as possible 
which will probably be some time in July. It 
will write casualty business in New Jersey with 
extension to other States to follow later on in 
the year. 


LONDON AND LANCHASHIRE 
INDEMNITY COMPANY 
Hartford, Conn. 

F. J. Gobbie, from the home office of the 
London and Lancashire in London, has been 
elected vice-president of the London and 
Lancashire Indemnity Company of Amer- 
ica, and will assume charge of the com- 
pany’s underwriting under Henry W. Gray, 
newly elected president. Mr. Gray, who is 
president of the Orient Insurance Conr- 
pany and United States manager of ‘he 
London and Lancashire Insurance Com- 
pany, succeeded O. R. Beckwith, resigned. 

Mr. Gobbie has been in charge of the for- 
eign casualty and surety business at the 
home office. He has been elected a director, 
also, of the London and Lancashire In- 
demnity. 
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Allocation of Adjustment Expense 
(Concluded from page 25) 


cases which originated during that twelve- 
month period and then these cases were fol- 
lowed to a conclusion, either by recording the 
actual work performed upon them until they 
were closed or following them for a nine-month 
period and then estimating the amount of work 
required before they were ultimately closed. 

Opinions differed upon this subject and it was 
decided to make an actual test. Accordingly 
one fairly large representative office was se- 
lected and white time sheets were attached to 
all cases, which were open on April 1, 1926. 
Yellow time sheets were attached to all notices 
which were reported from April 1, 1926, to 
March 31, 1927. Upon the white and yellow 
sheets combined was a record of all the work 
done in this adjusting office during this twelve- 
month period. 

Upon March 31, 1927, the recording of time 
upon the white sheets ceased. Work done on 
the yellow sheets continued until November 1, 
1927, when the adjuster was requested to esti- 
mate the time required to carry the cases which 
were still open to a conclusion. 

Altogether 14,264 claim notices had work done 
on them during the year. Of this number 1,- 
321 originated during the year and 1943 were 
brought over from the previous year. Most of 
these brought over cases were compensation and 
liability. 

Two tabulations were then made, one dividing 
to line of insurance all of the work done in this 
office during the twelve-month period, the other 
dividing to line of insurance all of the cases 
which originated during the year and carried 
to a conclusion either by the closing of the case 
or by an estimate. The two sets of figures 
agreed so closely as to be almost uncanny. It 
was therefore apparent that we had at last dis- 
covered a plan which was easy and economical 
to operate and which would furnish the desired 
results. 

The table below shows for the casualty lines 
the loss expense ratio to earned premiums. 
Legal claim expenses are included. (Table A.) 

There are several rather significant facts 
which were brought to light as a result of this 
study. Auto liability and liability other than 
auto furnished less than 10 per cent of the claim 
notices in the casualty lines and yet required 


over 28 per cent of the time of the adjusters 
and invetsigators to settle them. Auto P.D., 
with 29 per cent of the claim notices, required 
more of the adjusters and investigators time 
than the compensation with over 53 per cent of 
the total notices in the casualty lines. (Table B.) 

From the field study it is evident that the ad- 
justing cost is lowest in the South and West 
and highest in the Metropolitan districts. This 
is particularly true of the automobile and lia- 
bility line where every claim notice bears a 
threat of suit and the investigation must be 
made with great care. 

It may also be stated as a general rule that 
where an adjusting office is low in the cost of 
settling one kind of claim, it is low in all lines. 
Thus in adjusting offices of four large metro- 
politan centers, the average cost of settlement 
was considerably above the country average in 
On the other hand two Southern 
offices were considerably below the average for 
all lines. In fact, the average cost of adjusting 
in the first group of offices was more than twice 
that in the second group. 

As was to be expected, travel expense was 
lowest where the territory was the most re- 
stricted and the population the densest. 

The standard deviation from the average time 
required to adjust a claim was greatest in the 
automobile lines and least in plate glass. Com- 
pensation showed a considerable number of 
cases in which the settlement was very simple 
and consisted principally in the payment of 
medical, and a few cases which are likely to 
stretch over years before they can be finally 
closed. 


every line. 


These figures are offered to your considera- 
tion not because they are accurate but because 
they are the result of a painstaking effort to 
arrive at the truth. Certain mistakes were made 
which can be avoided in another study. As ac- 
tual figures take the place of estimates in the 
few cases outstanding, we shall get closer to 
the truth. It is to be hoped that this descrip- 
tion of the efforts of one company to approxi- 
mate more nearly the truth will lead other com- 
panies to investigate still further along the 
same line and to share their methods and results 
with the members of this society. In this way 
we may in time develop improved methods of 
handling this extremely difficult problem in in- 
surance accounting. 


TABLE A 


Lines of Insurance 
Workmen’s Compensation. .........0000eecceescees 
Liability Other Than Auto............5..- 
PANNE so frets 5 dee 2 wl soe NERA R CS ee La sie am eae 
Auto Property Damage i... 6 wc cc tee cnn nse pene secs. 
PANUR GG) OIE ODO nse gigas Sisto v/a 8c Had EW. Some aioe 
P. DD, & Cot, other than Auto... «05:2 6:<.0:6.5 
BURA ogg. ccs 6. cc chiecacd bine se. a.4 204i Sie coe ee aie Seiki) MireMwleroree sis 
PNRM OMARION ca. os, 808 Soaks te ars ber dnaly o's Soe AN] SINS 
RILOM EN EIOMIGE so aisre 9 2.4 cc's #t dies riein rie nine oes vices wale wecmime 
Engine and Machinery........ 


Compensation Pama ihe aarp tes aan eae aL eT Oo are 
PMUPlOVOES TAGMHINEY,.< 5 occ cccce sp eancvsverccoeesneneasees 
COPHORAW EE SAENINE I oi 6 ods ccals.oia. diocese sunciels «scene a ges ues 
PROC T ATOR gcse pogo. + salee Sis 4 ea Fate nd @ on ammntyeera soe 
P. D, other than Auto...... 
Auto P. D 
AUMEMER GUANO crs ales 3. 4 eter as SimrbGilgrc aXe CUE GE.0# SLOSS SHES 
USICIE 3 Sie ae eine gli Gin pen GND MSen LN onus 
Plate Glass—Reg...........-5- 
Auto Ue tO be os gin eo ere wie o-k He Pek o Deedee ena 










Earned Loss Loss Ex- 
Premiums Expenses pense Ratio 
seca 24,013,367 .27 1,781,043 .04 7.42 
mG 6,522,166 .49 838,022.05 12.85 
eee 15,818,590 .03 1,389,767 .52 8.79 
SP rye 6,036,232 .86 997,071 .36 16.52 
1,363,221 .43 64,596 .53 4.77 
356,067 .17 35,727 .64 10.03 
2,439,909 .97 91,242.58 3.74 
pee: 869,210.17 67,614 .37 7.78 
ahh ears 838,513 .63 7,875.53 .94 
151,956 .22 3,336 .30 2.20 


Distribution of | Distribution of 
Adj. & Inv. Time Clerical Time in 
in the Field the Field 


Distribution of 
Claim Notices 
in the Field 





ee 53 .24 29.33 57.74 
Sihares 2.03 1.37 1.78 
eebuane 4.20 8.99 4.28 
oa pans 5.71 19.44 7.48 
ee 1.02 1.29 84 
Rea 28.99 31.89 22.49 
rire 1.54 2.26 1.20 
‘ree .96 3.53 2.18 
raed 1.58 1.51 1.46 
50 .20 .32 

14 21 15 

09 .08 .08 

100.00 100.00 100.00 


RECENT COMPANY HAPPENINGS 


Roy Tuchbreiter has been elected vice- 
president of the Continental Casualty Com- 
pany of Hammond, Indiana. The company’s 
general offices are located in Chicago. 


Matthew L. Griffin, previously superin- 
tendent of surety bond claims for the 
Fidelity and Casualty Company of New 
York, has been made superintendent of the 
company’s claim department. Mr. Griffin’s 
period of service with the ‘Fidelity & Cas- 
ualty covers fifteen years. 


Some changes have been announced in 
the New England department of the Lon- 
don Guarantee and Accident Company, Ltd., 
London, England. Henceforth, all the New 
England business, with the exception of 
Connecticut, will be written through the 
Boston office. H. A. McKenna is resident 
manager of this office which has increased 
its jurisdiction considerably since it was 
first opened seven years ago. 


P. H. Rogers has been chosen to man- 
age the accident and health department of 
the Massachusetts Bonding and Insurance 
Company of Boston. Mr. Rogers succeeds 
John Patterson, resigned. 


The Massachusetts Plate Glass Insurance 
Company of Boston, Mass., has been li- 
censed by the New York State Insurance 
Department. An office will be opened in 
New York city under the management of 
George Frey. 


W. S. Cooper has been made secretary 
of the Phoenix Indemnity Company of New 
York. Mr. Cooper has been with the com- 
pany about a year and has acted as super- 
intendent of the automobile department. 
He succeeds R. S. Choate, resigned. 


Russel B. Taylor, who has been vice- 
president and general manager of the Re- 
liance Casualty Company of Newark, N. j., 
Since its inception has been elected presi- 
dent of the company. He succeeds Charles 
F. Lynch who retains his membership on 
the board of directors. Mr. Taylor was 
one of the organizers of the company in 
1926 and has been the active head 
since. Mr. Taylor is a widely experienced 
casualty man and has had particular suc- 
cess in agency development. 


ever 


The Union Indemnity Company of New 
Orleans, La., will have a Chicago office 
jointly with the Northwestern Casualty 
and Surety and the La Salle Fire. Timothy 
E. Dunne, manager of the fidelity and surety 
department, and J. M. Hogle, in charge of 
the casualty department, are the important 
casualty figures in the new office. 
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Insurance Stocks 








INSURANCE STOCKS 
All Bids and Quotations Subject to Con- 


firmation 


The following quotations, 


as of June 11, 


1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data: 

Bid Offered 


Alliance Fire 


Morley, Wood & Co., Phila......... 
American Alliance 
Arthur Atkins & Co., N. Y.......... 


McClure, Jones & Co., 
American Equitable (Rights ) 

Henry G. Rolston & Co., N. Y 

J. Roy Prosser & Co.,N. Y......... 
American Phenix 

W. W. Townsend & Co., N. Y....... 
American Insurance Co. o Newark 

Arthur Atkins & Co., N. Y 

Miliken & Pell, ya LN. | ney 

McClure, Jones 20 Sy 

j.s. Rippel & Co., tlhaad Se 

L. A. Hollander & Co., Newark...... 
American Surety 

ee OO: hoe is 
Bankers & Shippers 

Deersnley Oc 150, NAY... os0sievicess 

Arthur Atkins & Co., N. Y.......... 
Bankers Indemnity (Newark) 

Miliken & Pell, Newark, N.J....... 

Henry G. Rolston & Co., N.Y...... 

J. S. Rippel & Co., Newark......... 

L. A. Hollander & Co., Newark...... 
Baltimore-American 

J. Roy Prosser & Co., N. ¥ 

Henry G. Rolston & oy Oe Dies css 
Brooklyn Fire 

J. Roy Prosser & Co., N. Y......%. 

Henry G. Rolston & Co., WY. ie 
Camden Fire 


Arthur Atkins & x Be wiv ine Gems 

McKinley & Co., RE ae 

Morley, Wood & Phila. oa 

McClure, Jones & Co. me eee 

L. A. Hollander & Co., Newark...... 
Carolina Insurance 

J. Roy Prosser & Co., N. Y......... 

Arthur Atkins & Co., cS, eee 

McClure, Jones & Co., PNG eo scswones 
City of New York Ins. Co. 

Arthur Atkins & Co., N. Y.......... 

McClure, Jones & Co., Ge ocbusees 
Commercial Cas. Ins. Co. 

Miliken & Pell, Newark, N.J........ 

J. S. Rippel & Co., Newark......... 
Constitution Ind. Co. 

Morley, Wood & Co., Phila......... 
Continental Ins. Co. 

ee ee: 
Eagle Fire (Newark) 

J. S. Rippel & Co., Newark......... 
Excess Ins. Co. of America 

SR OSES i a eee 
Fidelity and Casualty 

Arthur Atkins & Co., N. Y.......... 

J. Roy Prosser & Co., Bree cw nitae amels 
Fidelity-Phoenix 

Rewse Oc Go., Hartland. ........00000005 
Fire Association of age ggg 

Morley, Wood & Co., Phila......... 
Firemen’s Insurance Co. rT Ssuis (b) 

Miliken & Pell, Newark, N. J........ 

McClure, Jones & Co., A Gee 

Henry G. Rolston & Co., i ae 


3.3. Rippel & Co., New plete ao 
L. A. Hollander & 'Co., Newark...... 
Franklin Capitol Corp. (Newark)...... 
Miliken & Pell, Newark, N. J 
Franklin Fire 
L. A. Hollander & Co., } 
Arthur Atkins & Co,, N. Y 
McClure, Jones & Co.,N. Y........ 
Glens Falls 
Arthur Atkins & Co., N. Y.......... 
Lewie & Co,, Hartiord...........00% 
Globe & Rutgers 
Lewis & Co., Hartford 
L. A. Hollander & Co., 
McClure, Jones & Co., 
Arthur Atkins & Co., 
Great American Ins. Co. 
L. A. Hollander & Co., * a Z Pek cis 
Henry G. Rolston & Co.. 
McClure, Jones & Co., N 
Arthur Atkins & Co.,N.V.......... 
Lewis & Co., He ReneS ex 
Guardian Fire Assn. Corp. * stock) 
Henry G. Rolston & Co., N. Y 
Hanover Fire (new stock) 
Arthur Atkins & Co., N. Y.......... 
Lew & Co., Hartiond...........: ° 


78 


670 
670 


35 
35 


5634 
33 
3414 
33 
3414 


34 


330 


550 
575 


2414 
241 
2414 
2414 


400 
405 
400 


84 
690 
690 

37 

37 


= 
oO 


WHOWWWw 
Cauca 
>» 


660 
61 
62 
40 


86 


3150 


Halifax Fire 


Morley, Wood & Co., Phila......... 

Perez F. Huff & Co..N.V.......... 

J. Roy aay Co., iS  * 
Harmonia Ins, 

J. Roy Prosser Me CO OMIOY osecslewees 

Arthur Atkins Co., N.Y Moreneeaeses 
Home 

J. Roy Prosser & me oo setsete sien 

MeKintey & Co. N.Y . ....0660.5 6000 

McClure, Jones & etal Sy bce See aet 

Lewis & Co., PRT RIONEE 66 6c:5) 6c 5 case ace 
Hudson Cas. Ins. Co. 

MeKantey '& Co;, Ne Ys Csckic cscs 
Importers and Exporters 

Arthur Atkins & Co., N. V.......... 

McClure, Jones & Co., N. Y......... 
Independence Indemauty (new stock) 

Morley, Wood & Co., Phila......... 

Perez F. Huff & Co., INES a. echos 

J. Roy Prosser & Co., es een 
Independence Fire Ins. Co. 

Morley, Wood & Co., Phila......... 
Insurance Securities of New Orleans 

Henry G. Rolston & Co,............ 

Perez F, Huff & Co., N. Y.......... 
Insurance Co. of North America 

Morley, Wood & Co., Phila......... 

Lewis & Co., Hartford.............. 
Kansas City Life 

Arthur Atkins & Co., N. Y.......... 
Maryland Casualty 

McClure, Jones & Co., N. Y......... 

Lewis & Cox Hartford.............. 
Merchants Fire Ins. Co. 

Arthur Atkins & Co., N. Y.......... 
Metropolitan Casualty’ 

McClure Jones & Co., N. Y......... 
Milwaukee Mechanics 

Arthur Atkins & Co., N. Y.......... 

Henry G. Rolston & Co., + creates 
Missouri State Life 

Arthur Atkins: Co;, N.Y ..60.0:40.06¢ 

Perez F, Huff & Co., New York...... 
National Liberty (new stock) 

BRCRATy So PNINOIID 0.5 5:9 6 5)s 0 ele w'ersicve's 

J. Ray Promeré Co: Ns Liscckcsice-0 
National Surety 

McKanley & Co: Vo osc ccccccies 

Lewis & GCo,, Hartiord... ...s.c0ccccrcese 
National Union 

McClure, Jones & Co. .N. Y......... 

J. Roy Prosser & Co., N.Y. wesc 
New Amsterdam Cas. 

MeKinley & Co., N. = siace bere tpretetp avers 
New Brunswick Ins. 

Morley, Wood & Co. BN OW IO rn osc 
New Jersey Ins. Co. 

J. S. Rippel & Co., Newark......... 

McClure, Jones & IGOSINGN: Ssiacacs 

Henry G. Rolston & Co., eG eae 
New York Casualty Co. (ex rights) 

McClure, Jones & Co., N. Y........ 

Lewis G& Co;, Hattiord:. «066.6660 0.66 
Niagara Fire 

1. Roy Prosser ®& Co; Ne oi occ 

McClure, Jones & Co., N. Y......... 

Lewis & Co., Hartford.............. 


North River Ins. Co. 
Arthur Atkins & Co., Pcie ise se 
Henry G. Rolston & Co., N. 5, ee nee 


605 
610 
615 
600 


a 


98 
100 


31 
32 


95 
96 


1400 


180 
185 


Peoples National 


J. Roy Prosser & Co.,N. Y......... 65 69 
Public Fire (Newark) 
Miliken & Pell, Newark............. 2844 2914 
J. S. Rippel & Co., Newark......... 28 30 
Philadelphia National Fire 
Morley, Wood & Co., Phila....... ne 25 27 
Reliance Fire 
Morley, Wood & Co., Phila........ ; 28 2914 
Republic Fire, Pittsburgh 
Henry G. Rolston & Co., N. Y.C.... 43 45 
Security Ins, Co, of New Haven 
McClure, Jones & Co., N. Y........ 130 140 
Arthur Atkins & Co., N. Y.......... 140 147 
Lewis & Co., Hattiotd). .....:66:060006° 125 140 
St. Paul F. & M., Ins. Co. 
J Roy Prosser’ Co, N.Y ss. cance 218 224 
Men iniey & COLON. V . « acicies css 218 224 
McClure, Jones & Co., N. Y......... 210 220 
Stuyvesant 
J. moy Prosser & Co. NOY «cc cece 318 326 
Arthur Atkins & Co., N. Brin eeiceraeis 315 320 
McClure, Jones & Co., N. Y.--...... 315 320 
Lewis & Co., FRRREIOOE 5 2:..<.0:4.0'0-0:0 ces GLO 320 
Sun Life 
Lewis &:Co,, Hartford .......6.sccc60 2500 
Transportation Insurance 
McClure, Jones & Co., N. Y........ 48 52 
Peres F. Hult & Co. No Y 6< o00. 6:0 00 50 53 
U.S. & F. G. 
McClure, Jones & Co., N. Y........ 450 460 
U. S. Fire Ins, Co. (new stock) 
Lewis & Co., Hartford.............. 110 120 
McClure, Jones ao ED - ee | 110 118 
J. Roy Prosser & Co:; NMS orn ose we 110 120 
Universal Ins. Co. 
Arthur Atkins & Co., N. Y 86 89 
McClure, Jones & Co. ss Ne ‘ee 83 88 
United States ag gg & ies 
J. Roy Prosser & Co. N. Vo... os eae 500 515 
Arthur Atkins & Co., 'N. ‘y. pie alate vials oe 500 520 
Henry G. Rolston & Co., N.Y. 510 525 
Victory Insurance Co. 
Morley, Wood & Co., Phila......... 291 3014 
Virginia F. & M. 
Arthur Atkins & Co., New York..... 140 146 
Westchester Fire 
Me¢Kinley & Co.,N.Y....... Sepafers 95 97 
Asthur Atkins &:Co,, N. Y....< 6. 96 99 
Henry G. Rolston & Co., 1S ie. cee 96 98 
HARTFORD STOCKS 
Zitna Casualty and 2 Susmty (ex rights) 
Conning & Co., Hartford........... 1220 1250 
Lewis & Co., Hartford....---....... 1230 1250 
Aetaa Insurance (Fire) 
Conning & Co., Hartford........... 865 875 
Lewis & Co,, Hartford. ......000000 870 875 
Aetna Life Ins. Co. 
Conning & Co,, Hartford... 6 c.ecccs 940 950 
Lewis & Co., Hartford. .........cscc0ce< 940 945 
Automobile Insurance 
Conning & Co., Hartford............ 430 440 
Lewis & Co., Hartford...........00: 430 445 
Conn. General Life 
Conning & Co., Hartford............ 1875 1900 
Lewis & Co., Hartford.............. 1889 1905 
Hartford Fire 
Conning & Co., Hartford........... 885 895 
Lewis & Co., Hartford.............. 880 900 














*Lincoln Fire 








| Newark, N. J. 


We recommend 
*Missouri State Life Ins. Co. 


Commonwealth Casualty 
Firemens of Newark 


* Special reports on request 


L. A. HOLLANDER & CO. 


Investment Securities 


Chamber of Commerce Bldg. 
20-24 Branford Place 


Phones, Mulberry 4850-1 











WANTED 


Columbian Natl. Life 
New England Fire 
Springfield Fire 
Providence-Washington 


and all other 
New England Insurance 
Stocks 


CHAS. A. DAY & CO. 


Incorporated 


Sears Bldg., 


Boston 
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Hartford Steam Boiler 


Conning & Co., Hartford............ 810 830 

Lewis @ Co., Hattlotd s os...00sc0cass 820 835 
National Fire 

Conning & Co., HWartford........... 1200 1225 

Lewis & Co., Hartford. .c..cccccccoes 1200 1225 
Phoenix Insurance 

Conning & Co., Hartford............ 830 850 

Lewis & Co., Hartford. ....ciscccecs 850 870 
Travelers Insurance 

Conning & Co., Hartford....... isee 1950 1970 

Lewise Go., Hattlotd. ...... icccscce 1950 1970 


NEW ENGLAND STOCKS 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston.... 18 21 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston... . 15 25 
Boston Insurance 

Chas, A. Day & Co., Inc., Boston.... 1450 1500 

Lewis & Co., Hartford..........ce0: 1125 1150 


Capitol Fire Ins. Co. 
Chas, A. Day & Co., Inc., Boston: 


WOIMEION 5.6. 6.90 ecb s-clselcaioasicic’s 95 
CON ih occ vais caceincy bE SIRES eS 290 

Columbian National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 390 
Mass. Bond. & Ins. Co. (new) 

Chas. A. Day & Co., Inc., Boston.... 610 625 
Mass, Title Ias., Pfd. 

Chas. A. Day & Co., Inc., Boston... . 25 35 
New England Fire 

Chas. A. Day & Co., Inc., Boston... . 55 60 
New Hampshire Fire 

Chas, A. Day & Co., Inc., Boston.... 580 610 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston.... 275 
Providence- Washington 

Chas. A. Day & Co.,Inc., Boston.... 890 920 

McClure, Jones & Co., N.V........ 825 835 
Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 240 250 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 33 38 


Trans-Canada Insurance Company 


MontreaAL, CAN., June 2.—The following 
board of directors is announced for the Trans- 
Canada Insurance Company, which is in process 
of organization here: Gordon S. Westgate, 
president; Charles B. Grier, vice-president; F. 
W. Clarke, Hon. L. A. David, Rt. Hon. G. P. 
Graham, Chas. B. Howard, M. P., Col. Jas. L. 
Regan, Lt. Col. W. C. Nicholson, S. J. B. Rol- 
land, Wm. B. Sheldon, Brig. Gen. Duff Stewart, 
Armand Chaput, H. Perodeau, L. E. Potvin 
and P. J. Perrin. 

The company will write fire and casualty lines 
throughout the Dominion. P. J. Perrin, vice- 
president of the Mount Royal Assurance Com- 
pany, and until recently its general manager, 
will be managing director of the Trans-Canada. 
Stuart Saver, formerly of the Globe & Rutgers, 
will be his assistant. Charles McCabe, formerly 
of the Royal Insurance Company, will be sec- 
retary. 

The capital stock of $1,000,000, in shares of 
$100 each, is being offered to the public through 
brokers at $150 per share, but only $70 per share 
will be called for the present. 


Montana Rulings 

Recent rulings by the State Insurance Depart- 
ment of Montana have been made in substance 
as follows: 

A duly appointed agent who simply writes in- 
surance on his own property, thereby securing 
the benefit of the agent’s commission on the pre- 
mium, is considered to be violating the law 
against rebating. 

It is ruled that Section 192, R.C.M., 6290 of 
the Insurance Laws of Montana apply to all 
classes and terms of insurance. This relates 
to misrepresentation of terms of any policy or 
the benefits or advantages promised thereby, or 
the dividends to be received thereby, etc. 


WHAT THE RECENT CASES HOLD 

Whether a seaplane was a flying machine 
within the meaning of an accident policy pro- 
vision and whether the assured lost his life in 
the manner contemplated by such a provision 
when he fell from a floating craft and drowned, 
presented a question of law arising under 
the construction of the policy and hence was 
for determination by the court which in this 
case held that the injury was sustained while 
in a “mechanical devise for aerial navigation or 
in falling therefrom” which is the clause ap- 
plicable thereto in the policy in question. (Wen- 
dorff vs. Missouri State Life, Supreme Court 
of Missouri, 1 Southwestern Reporter 99.) 





Though a statement made in an application 
for a health insurance policy is false it will not 
bar recovery thereon if not made with the in- 
tention to deceive, or if it does not materially 
affect the risk or hazard (Clayton vs. General 
Accident Fire and Life Assurance Corp., New 
Jersey Court of Errors and Appeals, 140 At- 
lantic Reporter 307.) 





Where it appears that a tailoress was in- 
jured while temporarily working during the 
evenings in a laundry there was no change of 
vocation such as to relieve the insurance com- 
pany of liability because of the fact that the 
word “occupation” as used in the policy refers 
to the main and regular business of a person’s 
life, that to which he devotes his time and at- 
tention such as a trade, profession, etc. 
Furthermore the occupation “tailoress” includes 


‘ 


duties consisting of altering clothing and press- 
ing them (Southern Travelers Association vs. 
Boyd. Court of Civic Appeals of Texas, 1 
Southwestern Reporter 2nd 446.) 





An insurance company is presumed to know 
that an assured is conducting such a business 
in which books and accounts are not kept where 
it insures the owner of a one man restaurant 
through loss by robbery and where it is shown 
that the assured was illiterate as appeared from 
certain answers he made to questions asked him 
in his application before the policy was issued. 
(Michler vs. New Amsterdam Casualty, Su- 
preme Court of New Jersey, 139 Atlantic Re- 
porter 725.) 





An insured does not become liable, under a 
contract of indemnity against loss, until the 
loss has actually been suffered and paid by the 
assured. On the other hand, under a contract 
of indemnity against liability, the application 
of the company becomes fixed as soon as the 
liability attaches to the assured. (Wehrhahn vs. 
Fort Dearborn Casualty Underwriters of Chi- 
cago, St. Louis Court of Appeals, 1 Southwest- 
ern Reporter 2nd 242.) 


A foreign insurance company may be bound 
by the oral insurance contract of a resident 
agent. (Corrigan vs. National Motor Under- 
writers, Kansas City Court of Appeals, 1 South- 
western Reporter 2nd 845.) 
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SUICIDE 

Life and Casualty Insurance Company of 
Tennessee ws. Andrews; Supreme Court of 
Mississippi, 115 Southern Reporter 548. 

The evidence showed the position of the 
body of the deceased assured, the position 
of automoatic revolver in or near the right 
hand on the bed where he was found, na- 
ture of wound through his head, and note in 
which deceased said he was weary of the 
world, and that the only girl he ever loved 
had gone back on him. Held, that such 
evidence as a matter of law, showed that 
the insured had committed suicide, and the 
court should have directed a verdict in favor 
of the defendant company. 

This is an action brought on a policy of cas- 
ualty insurance to recover a sum of two thou- 
sand dollars for the violent death of the assured 
under the double indemnity clause thereof. The 
assured died from a pistol shot wound which 
the plaintiff claimed was an accidental death 
within the meaning of the policy. The defend- 
ant admitted its liability up to the amount of the 
premium paid which it tendered in open court 
to the plaintiff but alleged that the assured came 
to his death by suicide and its liability could 
be no greater than the amount of the premium 
under that clause of the policy which provided: 
If within one year from the date of issue of 
this policy the insured shall, whether sane or 
insane die by his own hand, the liability of the 
policy shall be limited to the amount of the 
premium paid hereon.” 

At the trial of this suit a verdict was ren- 
dered in favor of the plaintiff and the com- 
pany appeals on the ground that under the facts 
in the case the trial court should have directed 
a verdict in its favor. 

On the part of the assured the following evi- 
dence was produced at the trial: the insured’s 
father and the beneficiary under the policy 
which he testified was in existence at the time 
of the assured’s death, stated that the assured 
was living with and working for one Arring- 
ton Johnson at the time of his death and that 
on the morning of the assured’s death he was 
called to the home of Mr. Arrington Johnson 
where he found a Dr. Schlander and _ said 
Arrington Johnson in a room where the body 
of the deceased was lying on the bed with his 
clothes on. The witness testified that the blood 
had been washed from the face of the deceased 
and that there was a bullet wound entering the 
right temple and coming out behind the left 
ear on the body of the assured. The witness 
further stated that he had seen his son many 
times during the preceding days and his son 
was cheerful and bright and in his normal state 
of mind. The witness admitted, however, on 
cross examination, that he and his wife had 
been handed a note when they arrived in the 
room where the deceased was lying and that 
said note contained various expressions, one of 
which read “I am world weary” and another 


which stated “The only girl I ever loved has 
gone back on me.” The witness further stated 
that he had been sent the automatic pistol which 
it was alleged by defendant’s witnesses was 
found in or near the right hand of the assured 
on the bed on which he was lying. The as- 
sured’s father also testified that he had ob- 
served no powder burns on the body of the 
assured. The witness admitted that the policy 
of insurance was only in force for a period of 
a little over three months at the time of the in- 
sured’s death and that the company had pre- 
viously offered to refund the premium to him 
disclaiming any additional liability and stand- 
ing on the one year clause above quoted. 


Another witness for the plaintiff was a young 
girl of seventeen years who testified that the 
insured had been paying attention to her for 
sometime and had proposed marriage to her, 
she refusing on the ground that she was too 
young, whereupon she stated the assured said 
that he would wait. She further stated that 
she had seen the assured on the morning that 
he died and that he had made various engage- 
ments with her and at that time he appeared 
cheerful and bright and in a normal state of 
mind. She further stated that the proposal 
for marriage had been made six months previ- 
ous to his death. 


This girl’s sister and father also testified 
to having seen him on this morning and testi- 
fied to the fact that he seemed bright and 
cheerful and in a normal state of mind. 


Another witness testified to his cheerful dis- 
position and the undertaker testified that he 
did not discover or see any powder burns on 
or about the face or temple of the assured. 


On behalf of the insurance company the fol- 
lowing evidence was produced at the trial. 
Arrington Johnson, employer of the assured 
and the person with whom the assured lived, 
testified that on the morning of his death he 
had gone on certain errands for the witness 
and that when he came back the witness sent 
him in the house to get his breakfast which 
was being saved for him. At the time, the wit- 
ness was repairing a mowing machine and when 
the assured did not show up after a consider- 
able length of time, he asked another employee 
of his, a John Brooks, where the assured was 
and was informed by him that he had gone to 
his room thirty or forty minutes before. The 
witness then had gone to the front of the house 
to look for the assured and when he got near 
the front door he heard a pistol shot and went 
to the assured’s room and found him lying diag- 
onally across the bed with his face down, 
rather sideways, and his feet projecting over 
the edge of the bed and with a bullet hole in 
his right temple and the pistol clutched in his 
right hand. The witness then called the afore- 
mentioned John Brooks and sent him for Dr. 
Schlander, nothing being done to the body un- 
til the doctor arrived. Dr. Schlander took the 
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automatic pistol out of the assured’s hand and 
gave it to the witness and then the blood was 
cleaned off the assured’s temple. The witness 
testified that when he went to lay the pistol 
down on the table he found a note there, one 
expression of which was: “I am world weary” 
and another expression of which was: “The 
only girl I ever loved has gone back on me.” 
The note was signed with the name of the as- 
sured. The witness further testified that the 
assured was in a cheerful state of mind on the 
morning of his death and that he observed 
nothing unusual or out of the way in his con- 
duct. 


John Brooks and Dr. Schlander by their 
testimony supported the previous testimony of 
the employer, Mr. Johnson, and on cross- 
examination admitted that they saw no powder 
burns on the face of the deceased. 


In holding that under these facts that the 
trial court should have directed a verdict in 
favor of the Appellant Company, the Supreme 
Court of Mississippi said: 


“The presumption of law is against suicide, 
but such presumption is not conclusive; it is 
only prima facie; it may be overcome by the 
evidence. In order, however, to justify the 
court in taking the issue of suicide, or not, 
from the jury, and directing a verdict in favor 
of suicide, the evidence going to establish 
suicide must be so strong as that no other rea- 
sonable inference can be drawn therefrom than 
that of suicide. If the evidence is such, 
although it is without conflict, that two rea- 
sonable inferences can be drawn therefrom, 
one in favor of suicide and the other against, 
then, plainly, it is a question for the jury. On 
the other hand, if only one reasonable inference 
can be drawn from the evidence and that is 
suicide, then there is no question for the jury; 
there is only a question of law for the court. 


Viewing the evidence in this case as prov- 
ing every material fact which it either proves 
it tends to prove in favor of appellee, the con- 
clusion, we think, is inescapable that the insured, 
John V. Anderson, committed suicide. All the 
evidence points in that direction. The sur- 
rounding facts and circumstances, the note he 
left in which he said he was world weary be- 
cause “the only girl I ever loved has gone back 
on me,” the position of his body, the position 
of the pistol in or near his right hand on the 
bed where he was found dead, the nature of 
the wound through his head, all meant suicide, 
and nothing else.” 


An agent has no power to waive the condi- 
tion of the policy relating to the submission 
of written proofs of loss. (Caracuzzo vs. Orient 
Insurance Company of Hartford, Rhode Island 
Supreme Court, April 11, 1928. 
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DOWN TO BRASS 
TACKS 


HIS remarkable volume was compiled 

by Chauncey S. S. Miller and is based 

on actual experience and proved ideas. 

Agents, field men, company executives and 

publicity and advertising directors who 

have seen advance proofs call it the prac- 
tical answer to a definite problem. 


WHAT OTHERS SAY OF 
THIS NEW BOOK 


“Brass Tacks” are golden. Immeasurable is 
the value of this text book to every agency— 
both large and small. 


Down To Brass TAcks has answered every 
question that has bothered us. Logical in its 
presentation, complete in its subject-matter, 
practical in its application to the insurance 
business, it will be welcomed by every aggres- 
sive insurance agent in the United States.— 
Cliff C. Jones, Ex-President, Nat'l Assoc. of 
Ins. Agts., R. B. Jones & Sons’ Agency, Kansas 
City, Mo. 


PRICE $2.85 
Discount on quantity orders 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 


ORDER YOUR COPY TODAY 
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135 William St., New York, N. Y. 
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WHAT BENEFICIARIES THINK 
OF EQUITABLE LIFE INCOME 
SETTLEMENTS 


“Just one year ago Christmas morning I stood on the street and watched a building ( 
burn that was one of the principal sources of our income and I thought very gratefully of 
the husband and father who had provided a separate Life Insurance Income that such cal- 
amities could not affect. of in 


“TI only wish I could tell every father of small children how very uncertain life is and bie. 
how absolutely necessary it is to provide some income that comes regularly without effort lines 
on the mother’s part. Her mind, of necessity, is occupied with small cares which certainly 
unfit her to cope with the business world. F fron 


“This income certainly does come with unfailing regularity. In fact when I go to the Z 
calendar for any purpose and glance at the 6th, it means Equitable to me.” | one 


whi 
Ii | 


poin 





§ “I am more than glad to write and tell you about the wonderful help this Income Insur- a 
ancejhas been to me. At the age of 30 years, I was left with two small children and a home I foot 
with a mortgage. During the last illness of my husband he explained to me the income plan. P oorig 
Of course I felt hurt to think he thought I couldn’t hold on to the lump sum, but as he said, 
widows lose everything through their best friends, who are so willing to borrow or invest your and 
money. I can truthfully say I wouldn’t have a cent if it weren’t for this wonderful income 
plan. Each month without fail my check comes. Never late, never misses. My family are F that 
grown up and I have had this income for 15 years regularly.” p the 





‘‘What a wonderful help and comfort your monthly check has been to me all these years! 
I am not a business woman, and to have to invest money, buy stocks and ask the advice of 
my lawyer and friends, would be a terrible trial to me. I am so thankful to be spared all . = 
this. P 

‘“‘The first day of the month my income check is at the door, the first mail. I appre- ie 
ciate it more and more, as the time passes. The absolutely unfailing regularity, and the . 
realization that it will never fail, as long as I shall live, seems too good to be true. 


‘*It is not only the financial aid, but it is a monthly reminder of my husband’s thought- 2. 3 
fulness and kindness, and it has become a wonderful blessing to me.”’ Sto 


THE EQUITABLE LIFE ASSURANCE SOCIETY BS 3 
OF THE UNITED STATES ; 


393 Seventh Avenue New York 


THOMAS I. PARKINSON, President 
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Side Lines and Their Benefits to Local Agents 


Assistant Secretary, Springfield Fire and Marine Insurance 


NE of the most interesting features in 

the development of the insurance busi- 

ness in this country has been the con- 
stant growth in different kinds of insurance 
written. In the earlier days when one spoke 
of insurance, there were but three different kinds 
that came to mind; namely, marine, fire and 
life. To-day there is such a multiplicity of 
lines written, that an agent must at least 
familiarize himself to a certain extent with 
most of them in order to meet the competition 
from other agents and give his clients the 
proper service. 

An agent should strive to write, for every 
one of his assureds, every form of insurance 
which he may need to meet any contingency. 
Ii he does not do this, some other agent may 
pont out some hazard against which he is not 
protected and, through this service, secure a 


foothold which may prove disastrous to the 
original agent controlling the assured’s busi- 


ness. Furthermore, your assured may suffer 
a severe loss against which he is not protected, 
and 1f he has left his insurance in your hands 
to see that he is properly covered, you can 
readily appreciate his reaction. The chances are 
that his insurance will be placed elsewhere in 
he future. 

A case in point occurred, not long ago, when 
a large manufacturer discovered, after a fire, 
that he was not protected by use and occupancy 
insurance. It developed that the agent con- 
trolling this assured’s business had spoken to 
him about use and occupancy insurance but 
without succeeding in selling the coverage. 
\fter the fire the man called the agent in and 
asked him why he had not seen to it that he 
was fully protected. The agent upheld that he 
had suggested that he carry use and occupancy 
insurance but he had declined it. The manu- 
facturer then said, “You should have made 
your point so strong that I would have had 
to have taken it. In other words, you should 
have sold it to me.” This circumstance re- 
sulted in that agent losing the entire account. 

A successful agent must be a real salesman 
to-day. Industry is highly organized and is 
moving ahead rapidly. Merchants and manu- 
facturers are on the alert to take advantage 
' every opportunity to increase their business 
and to see that it is operating on a firm founda- 
tion. It is up to us as insurance men to see 
that they are protected against every con- 
ingency, 
lhe American agency system has been a bul- 
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Extracted from an address at Pennsylvania Insur- 
ance Days, Newcastle, Pa., May 28, 1928. 


By S. F. Law 


wark for good in the past but it will not main- 
tain its standing in the future unless the agents 
keep pace with business ethics of to-day. 

I would recommend that an agent study the 
needs of every one of his assureds carefully 
and then study the various forms of coverage 
necessary to meet their needs. 


How to Get NEw CLIENTS 

After you have become equipped to sell your 
present assureds every line of cover which they 
may need, the next step is to obtain new clients. 
In order to do this, I would offer the following 
suggestions : 

1. Extend your acquaintanceship as far as 
possible in your city or town. 

2. Join the automobile club, if there is one. 
By being an active member, you may assist in 
forestalling any legislation which may prove 
adverse to your business and, to offset such 
a condition, you may be in a position to offer 
constructive suggestions to your fellow mem- 
bers. 

3. The medium of advertising is always a 
good way of keeping your name before the 
public. Use the local papers. Rent space on a 
billboard well located at a turn in the main 
highway. Most of your companies are now, 
no doubt, equipped to give you service in this 
line. Through their departments 
you can obtain suggestions as to forms and 


advertising 


styles to be used. 

4. Do not overlook the small premiums on 
individual lines because a man, who to-day may 
only have one automobile to insure or only a 
small business, will no doubt grow until some 
day his may be the largest account on your 
books. As you know, many successful banks 
carry a large number of smail accounts, on 
which they may lose money, with the idea in 
mind that these depositors will progress until, 
in the future they will bring a good profit to 
the bank. 

5. Bring to the attention of a prospect some 
unusual form of cover, which he needs, but 
which very likely he has never had called to 
his attention. With this as an opening wedge 
secure, if possible, his consent to go over his 
policies, submit to him a brief, outlining some 
definite plan of complete insurance protection. 
It is by rendering such service as this that the 
largest agencies have grown. If you are 
equipped to give the service needed and by so 
doing you can win the confidence of your as- 
sureds, there is no reason why any local manu- 
facturer or merchant should look elsewhere to 


place his insurance. As you know, all com- 
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panies to-day stand ready to assist an agent in 
writing any form with which he is not entirely 
conversant. Do not hesitate to either call upon 
the regular special agent or a specialty man 
if necessary. Many companies now have auto- 
mobile as well as inland marine special agents 
for this very purpose. Make use of these men 
when they call and, whenever possible, go out 
with them to solicit prospects. Many large 
premiums may be developed this way. 


AUTOMOBILE INSURANCE 

It has been suggested that I touch briefly on 
automobile insurance arid then describe a few 
such forms of cover as tourist, registered mail, 
parcel post, transportation lines, installment 
floaters and all risk policies. 

The advent of the automobile opened a wide 
field of opportunity to agents all over the coun- 
try because, whatever the character or use of 
the automobile, it possesses many possibilities 
for damage to itseli, as well as to the person 
and property of other. Most agents have taken 
advantage of this situation and many now find 
their automobile business the most satisfactory 
and profitable department of their work. 

As you know last year we celebrated the twen- 
ty-fifth anniversary of the writing of the first 
automobile insurance policy. This contract was 
written in 1902 at a rate of 3 per cent for fire 
only. The development of this class of in- 
surance has been remarkable and has kept pace 
with the growth of the auto industry, from an 
experimental stage to one of the largest indus- 
tries in the country. Auomobile insurance cat 
no longer be considered as a side line when you 
realize that the premiums last year totaled over 
$414,000,000. The rapid growth in this class of 
insurance will be appreciated when it is noted 
that the total premiums in 1914 amounted to 
only a little over $14,000,000. 

Even with this enormous. premium income, 
we are told that over 60 per cent of the cars 
now in operation are not yet covered by insur- 
ance. In spite of the severe competition from 
many sources, it can readily be seen that there 
is truly a rich field here for the active insur- 
ance agent. 

In attempting to write new business, how- 
ever, an agent should not overlook the renewals 
of the risks already on his books. The party 
already insured for several years, whose loss 
record has been good and who is prompt pay, 
is an agent’s best prospect. There is no doubt 
but that automobile expirations need to be more 
carefully followed up than some other lines. 

I think there is no one but what will be 
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thankful to note that the rates and rules are 
becoming more stabilized and the manuals more 
simplified. The elimination of the confusing 
symbol systems of obtaining rates is a great im- 
provement. All these conditions make it much 
easier for agents to solicit the class than ever 
before. 
Auto FINANCE COMPANIES 


The question of automobile finance risks is 
a large subject and one which has been a thorn 
in the flesh of many insurance agents as well as 
companies for some time. 

A comparatively short time ago many insur- 
ance companies were competing eagerly for 
large finance accounts but to-day their attitude 
has changed considerably. The enthusiasm of 
automobile underwriters for this class of risk 
has been dampened by the high loss ratios 
which many of these accounts have produced. 
Furthermore, during the past year or two a 
number of the large automobile finance con- 
cerns experienced financial difficulties of a 
greater or less degree and many drastic reforms 
in the operations of many of these companies 
have taken place. 

Such conditions have enabled many local 
banks and small finance companies te compete 
for this business which: has resulted in more 
of this class of insurance being written by local 
agents than ever before. There are many of 
these comparatively small local finance accounts 
that are very desirable risks and good premium 
producers for a local agent. 


It has been the hope of many underwriters 
that some form of single interest cover for 
finance companies might be devised, which would 
permit the purchaser of a car to place his in- 
surance with his local agent, where it right- 
fully belongs. Committees have been working 
for some time in an endeavor to produce a satis- 
factory form of this character but as there are 
many arguments for and against this plan they 
have so far been unsuccessful. 


As most agents are familiar with all forms 
of automobile insurance as outlined in the man- 
uals, I will not take the time to go into these 
in detail. However, there are just one or two 
points I might mention which may be some have 
overlooked. Many agents have benefited by 
the adoption of the actual value, or no amount 
policy which has enabled them to meet the form 
of competition caused by some assureds or 
brokers who have been in the habit of shop- 
ping around until they found the agent or com- 
pany that would grant the largest amount of in- 
surance on a certain car. As practically all 
companies adjust their losses on the basis of 
the actual cash value of the car at the time of 
loss, it can be readily seen that to grant excess 
insurance on any car is really an injustice to 
the assured. 

In the past, many agents in the smaller towns 
have found it difficult to sell theft and collision 
insurance because it was felt that these hazards 
were practically nil in such sections. The pres- 
ent congestion of the highways, even in the 
country, and the fact that many assureds fre- 
quently leave their cars parked unattended either 
in their town or in a nearby city, makes the 
need for these forms of cover apparent to the 


thoughtful man. As the rates for these cover- 
ages have been reduced quite materially in the 
last few years, it would be well worth an agent’s 
time to talk up these forms when selling his 
client fire or liability insurance. The $50-$100 
or $250 deductible collision forms should prove 
especially attractive under such conditions. 

Enough could be said on automobile insur- 
ance and its various ramifications to take all the 
time but as the time is limited, I must turn 
now to some of the other forms of inland ma- 
rine cover. 


INLAND MARINE INSURANCE 

Statistics show that the classes of insurance 
coming under the head of inland marine or 
transportation insurance have shown a growth 
in premium receipts of from less than a million 
dollars a few years ago, to something around 
thirty-eight million at the present time. From 
this fact it can readily be seen that this is a 
very important branch of the insurance busi- 
ness and one that will merit the attention of all 
agents and brokers. 

Many in the past have been looking upon 
these various forms with indifference. They 
have felt that the premiums involved were too 
small to warrant their taking the time to study 
the forms and solicit the business. 

One of the principal reasons for the phenom- 
enal growth in this class of insurance is the 
great increase in the volume of goods trans- 
ported, as well as the increase in travel on the 
part of the public in general. 

Insurance at a fixed location ceases to cover 
as soon as a person or a shipment of goods 
starts out on a journey, no matter how short 
it may be, and it is now regarded as foolhardy 
to risk one’s possessions to the many hazards 
of traffic and travel without obtaining proper 
insurance coverage. 

In discussing briefly the various different 
forms of inland marine policies let us start in 
with tourist floater. The board coverage pol- 
icy insures personal effects as described in the 
policy, wherever the property may be, within 
and or in transit in the United States and Can- 
ada, except while in the permanent residence of 
the assured or in storage, or in a garage where 
the assured usually keeps an automobile. 


A Broap CovERAGE 

The theft and piiferage coverage on furs, 
musical instruments, jewelry, precious stones 
plate and plated ware, clocks, watches and simi- 
lar valuables is limited to 25 per cent of the 
amount of the policy. 

The broad scope of this contract will be ap- 
preciated from the fact that the policy provides 
daily coverage for the assured, his wife and or 
unmarried children, residing with the assured, 
while personal effects are in hotels, country 
clubs, officers, restaurants, stores, theatres, 
laundries, tailoring and dyeing establishments, 
boarding schools and colleges. This policy is 
so broad that it should appeal to any sound busi- 
ness man, whether or not he intends to travel. 
It is certain that, some time or other, he or 
some member of his family will take at least a 
week-end trip or will have some of their per- 
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sonal effects in the locations quoted above. He 
would not leave these things uninsured at home 
and, for a very small premium, he can keep these 
same things insured against the fire, theft and 
transportation hazards away from home as well. 

Too much emphasis cannot be placed upon the 
extreme importance of carefully considering the 
moral hazard in the case of each applicant. On 
account of the liberal theft and pilferage cover, 
the moral hazard is greatly increased. A cas- 
ual reading of the policy makes it apparent that 
a careless selection of risks would subject the 
company to a large number of fraudulent claims. 


LimitTED Form Poricy 


The limited form policy is very similar to 
the broad form, the principal difference being 
that it does not cover pilferage. Furthermore, 
the theft cover is limited to loss of entire trunks, 
valises, or similar receptacles, from rooms oc- 
cupied by assured or when checked in any 
hotel or boarding house, or while in the custody 
of any common carrier or other bailee. The 
policy affords protection at a low cost on per- 
sonal effects at locations where it is impractic- 
able to secure specific insurance. 

Registered Mail Insurance offers to banks, 
stock brokers, and corporations, coverage on 
securities, stocks, bonds, and currency shipped 
by registered mail, while in the custody of the 
postal authorities, against all risks except delay, 
dishonesty, or war risk, at an extremely low 
rate. The policy covers within and between 
Continental United States, Dominion of Can- 
ada, and Newfoundland, and, by the payment of 
an additional premium, it may be extended to 
cover shipments to certain foreign countries. 

The assured reports to the company the value 
of all shipments made either daily, monthly, or 
annually, as the case may be. The rate, in all 
except the annual premium policy, depends upon 
the distance covered by each shipment. Under 
the annual reporting policy, the contract is writ- 
ten at an average rate depending upon the value 
of yearly shipments. 

Most companies limit the liability on losses 
due to any one shipment to any one address dur- 
ing any one day to $2,500,000, with a limit of 
$1,000,000 in a single registered package. It 
desired, the policy may be extended to cover 
shipments to points outside the borough cr 
municipality of the assured, from the time of 
leaving the premises of the assured until deliv- 
ered to the office of the addresses; the coverage 
to be excess above the amount recoverable from 
other insurance held by assured nei tc exceed, 
however, the limit prescribed in the pelicy. Ex- 
press and jewelry shipments may also be in- 
cluded under this policy by use of proper en- 
dorsement. 

On account of the hazards involved, very 
few companies will insure shipment emanating 
from towns not located on the railroad, nor 
will they insure payroll shipments. 


Air MaIL CoversGe 


The extension by the government of the air 
mail service to include registered mail has cre- 
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The “Boss” Gives the “Cub” a Few Pointers on How 
a Local Agent Can Give His Name a News Value 


BY A. PARKER PUSHER 








local agent from out beyond the 

water tower when he was in the 
office this morning that I didn’t get at all. You 
said: ‘It is all a part of the advertising scheme 
of things and shows how you can give your 
name a news value.’”’ 

It was the Cub who did not get the idea of 
giving one’s name a news value. There are a 
lot of agents and some advertising men who are 
in the same class. 

Old practitioners, those advertising workers 
case hardened in the school of hard knocks, and 
such was the Alma Mater of the Boss we are 
talking about, whose real job was the director 
of publicity, advertising, sales development and 
public relations of a big insurance company, 
and others like him, know what he had meant, 
though others might not call the result he 
sought by the same name. But names are not 
so important as ideas these daring days. What 
ever the name given to it, this elusive thing 
the Cub wanted to hear about is surely the “it” 
of publicity. Nay more, it is the alpha and 
omega of advertising. That “it” is called the 
essence of a salesman’s personality. In pub- 
lic relations work that “it” is the keystone of 
the arch bridging the gap between the you and 
the me of business—the tangible person that 
gives the buyer something to know and to re- 
member. 

But the talk the Cub had heard was not as 
deep as all that. It had been a little sales talk, 
mixed and flavored with just enough gossip 
about business in general and crop forecasts 
way out West to show the visiting local agent 
that home office folks can think in other terms 
than increasing loss ratios, decreasing average 
rates and the general shortcomings of risks as 
pictured on daily reports. 


“RB OSS, you made a crack to that 


Sow1nc A SEED 

In fact the Boss had only tried to sow a seed 
of advertising, thinking, hoping that it might 
take root and amount to something in the days 
to come—those better days when local agents 
will use advertising and not abuse it as a busi- 
ness force. 

The Boss was reading a book when the Cub 
asked his question. He carefully marked the 
page with a much noted notation, put the vol- 
ume, which the Cub saw bore the title “Business 
the Civilizer” on top of “Your Money’s Worth” 
and turned to his understudy. 

“So you want to know,” it was the Boss 
speaking, “what I meant by giving a name news 
value. What do you think I meant?” 

The Cub hadn’t expected to be put through 
a catechism, like a new agent trying to get a 
license to do his stuff in Pennsylvania. He had 
given the matter no real thought, for he was 
a Cub and, like all youngsters and many old- 





sters, he figured it would be easier to ask for 
the knowledge he wanted than to try to think 
the thing out for himself. So, when cornered, 
he tried to make a bluff at an answer. 

He said: “Why, I don’t know. That’s why 
I asked you. I suppose you mean that it would 
be good for an agent to fly to Paris, like Lindy 
did; or get into a scrap with the mayor; or 
run for office or anything like that so that his 
name would be in all the papers. But if that 
is your idea, how can an agent do such things 
and at the same time solicit fire and hail insur- 





The accompanying article is the eleventh 
of a series of twelve which have been 
appearing in THE SPECTATOR from month 
to month. A. Parker Pusher is a man of 
standing in the insurance world, connected 
with a prominent company—a member of 
the Insurance Advertising Conference— 
who, in these articles sets out in an inter- 
esting and readable fashion, some ideas 
which have been evolved in his facile 
brain. They are well worth reading. 
—Epitor’s Note. 











ance and collect the money so he can pay his 
balances and keep off the delinquent list?” 


THE Boss Is ExASPERATED 

The Cub’s idea exasperated the Boss and he 
showed it. The lines running up and down be- 
tween his eyes deepened. His eyebrows came 
down over his eyes. His mouth straightened 
into a slit. He looked at his assistant for a 
minute or so—and such a minute can seem a 
long, long time as so many of us know who 
sometime or other have jumped at a _ half- 
thought-out conclusion when talking with a su- 
perior in business. The Boss used an ugly 
word. When he did that the Cub, the printers 
and all those whose business made them 
acquainted with his idiosyncrasies knew that 
some fool thing had put him out of patience. 

“What in hell good would it do a local agent 
in Kansas to have his name in a Boston or 
New York paper? 

“Can’t you get any idea of values, relative 
values into that head of your’s? How often 
must I tell you that in this business of ours 
the ability to draw a nice distinction between 
things worth while and things that just make 
a noise is often the distinguishing characteristic 
of a successful advertising man. For about a 
year I have been drilling you in the art of 
thinking and then you make a crack like that 
about flying to Paris. 


WEsSTER City 
“Were you ever in a town of ten thousand 
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population? Well, Webster City will do. I 
never was there, but I will picture for you 
the things about Webster City that are essen- 
tial to this lecture. 

“Webster City has its Main Street, its homes, 
its stores, its banks, a Rotary Club, a couple 
of newspapers, a few doctors, lawyers, a little 
factory or two and rich farms round about on 
which a lot of tall corn grows. 

“It has half a dozen insurance agents who 
make a living from that business, mixed per- 
haps with a few allied and kindred things, 
like real estate and loans made from money 
saved and accumulated by generations of thrifty 
Yankees. There are also a half dozen busi- 
ness men who write insurance as a side line. 


Tue AmBitious AGENT 

“Our agent is one of the half dozen who make 
insurance a business. He has the laudable am- 
bition to be the leading insurance agent in 
Webster City—and it is up to us to be the 
Santa Claus that makes his dream and wish 
come true. You know how we go about the 
business of multiplying that agent’s personality ; 
making it possible for him to do more and bet- 
ter soliciting by means of advertising * * * 
you are getting so good at it that I am begin- 
ning to see quite a future for you * * #€ but 
now we are going to study a little refinement 
of advertising. We are going to give John 
Smithson’s name a news value. 

“Why do that? 

“Tt is a part of life’s work. By that I mean 
it is a part of advertising, for I agree with 
Charles Austin Bates who says all is advertis- 
ing from the infant’s inarticulate gurgle, which 
is an advertisement for board and lodging, to 
the flowers, tears, hearses with plumes, mourn- 
ers in motors and those things with which we 
advertise that we were some pumpkins while 
we lived as we take our last journey to a lot 
marked with a ton or so of rock upon which 
will be carved the final piece of copy about 
our manifold virtues. 

“But giving a man’s name news value means 
that he has so lived, worked, studied, read and 
talked and written that the people within his 
sphere of influence are interested in what he 
says and does. 


Wuat News Is 

“News is queer stuff. It is what is printed 
about anything; tidings of a recent event; in- 
formation before unknown about a thing; an 
opinion by a recognized authority or one enjoy- 
ing the confidence of a large number of people. 
I won’t argue whether news is printed because 
it is interesting or whether it is interesting be-’ 
cause it is printed, but I believe anything can 
be made interesting if it is talked about enough, 
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LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 


I. Introduction. 


II. The Construction of New Mortality 
Tables by the Association of German 
Life Assurance Companies. 


III. Aggregate and Select Tables. Their 
Nature and Their Value in Practice. 

IV. Arrangement of the Tabulated Func- 

tions for the Final Life Tables. 

V. Exposed to Risk and Deaths for Every 
Entry Age and Duration. 

VI. The Aggregate Life Table. Elementary 
and Monetary Functions 4 Per Cent. 


VII. The Select Life Table. Elementary and 
Monetary Functions 4 Per Cent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 
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rif enough newspaper space is devoted to it— 
een insurance. Yes, even an insurance agent. 
“People talk, talk, talk on every conceivable 
Offices hum with talk. Living rooms 
rumble with conversation. The street corners 
buzz like a gigantic hive of bees. The radio 
carries certain voices into millions of homes 
and family circles.” 

The Boss stopped, momentarily, the steady 
fow of his wisdom, talk of a kind, and reached 
into the everlasting pile of clippings under a 
slass paper weight some agent had sent him 
because it had a “clever” ad on its face that 
sid that Richard Roe would be glad to dis- 
cuss business with the man whose picture ap- 
peared on the other side—in a mirror. He 
fshed out an advertisement of N. W. Ayer & 
Son as he said: “Here is an advertisement 
sermane to our question. Listen. And he read: 

“‘There will be personalities, of course. But 
there will be talk of crops and clothes—plays 
and playthings—real estate and travels—break- 
fast foods and adventure—furnaces and automo- 
biles. Talk that moulds opinions, sets 
standards of value in all life, creates definite 
references for this cause—this social group— 
his manufactured product. 

“Fortunate, indeed, is the product that 
enters into the maelstrom of conversation with 


ecasion. 





* * 
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advertising on its side. 

“‘Advertising on the printed pages of maga- 
zines and newspapers influence more than the 
millions of individuals who read them day by 
day and month by month. They furnish ideas, 
facts and impressions that become a part of 
conversational store. Advertisements arouse 
loyalties. They make their readers into centers 
of beneficial influence, radiating testimony for 
the product and its qualities weeks and months 
after a particular magazine or newspaper with 
a particular advertisement has been bought and 
read. 

“Tf you don’t believe that people say what 
the advertisements say, listen to a successful 
retail salesman presenting a line of advertised 
merchandise. Listen to the women who sup- 
port a breakfast food, a face cream, a wash- 
ing machine, in almost the exact words of the 
advertising. Notice that elderly people pro- 
claim the virtues of an advertised soap year 
after year, and that critical young people ac- 
cept without question new products smartly, 
interestingly advertised.’ ” 


The Boss filled his pipe, thoughtfully and - 


deliberately. Then he noticed that the Cub had 
been standing at the corner of the desk all this 
time, and he asked him to take a chair. When 
the Dunhill was drawing well he picked up 
his faithful pen and began drawing those queer 
intricate designs that indicated he was thinking, 
as he said: 


Makinc TALK MAKE NEws 

“We might as well talk this thing out. You 
will find it an interesting angle to study in 
the years to come. I don’t pretend to know all 
about it, but I have some ideas. Lucky is the 
individual agent who has conversation on his 
side, but the question is how can he make talk, 
make news, give his very name a news value. 
“In the first place we might as well admit 
it, for it is the truth, not every agent can 


It does not fol- 


failure as an agent if he 


give his name a news value. 
low that a man is a 
cannot. It all 
pawn broker friend of my 
about getting money. -Not all men can have a 
lot of money, said this wise old fellow, but 
The first thing 
be where 


reminds me of what an old 


youth once said 


they can all be where money is. 
our agent friend should do is to 
news is made and if possible take some part in 
the making of the news. There is a fire. He 
can help the reporter get the story and give 
his views on its origin or how a like fire can 
be prevented in the future. Something in the 
conduct of civic affairs comes up that has a 
bearing on the matter of insurance or insurance 
rates, and he can register his opinion and the 
reasons for that opinion. The luncheon clubs 
are always looking for speakers who know 
their line well and can speak interestingly on 
what they know and this affords a direct line 
to the pages of the papers, especially if the notes 
of the speech are conveniently written out and 
handed to the reporter. The very preparation 
of the speech can be turned to good account in 
another direction, especially if it is a subject 
that needs a little study and investigation. Re- 
member that speaking maketh a ready man. 


Tue Art oF CONVERSATION 

“Then our agent should be led to study the 
art of conversational interest, 
learning how to talk and how to work head- 
lines of easily remembered facts into a talk 
at lunch, and an agent should never, never, never 
eat his lunch alone or with a certain gang. It 
is better to join in with perfect strangers and 
endeavor to get acquainted so that he can tell 
the new made friend just one easily remembered 
fact, so interestingly put that the man will go 
back to his office and tell that fact to his part- 
ner or take it home to tell to his wife, that it 
is to make the same old gang roar with laughter 
at the latest joke. 

“The first score your agent 
gets his name and his business mentioned in his 
local paper is the hardest—after that he will 
know what I mean when I say that repeated 
often enough even a man’s name becomes news 
and the paper will help him find ways to get 
it printed, and that means being the subject of 
the hum of daily talk. 

‘But when you counsel and plan with local 
agents for favorable name publicity, always re- 
member this: There is danger in publicity. 
a success of the man that knows his business 
and knows what he writes and talks about will 
The same news and the same talk that makes 
Advertis- 


conversation, 


or two times 


break the man who is four-flushing. 
ing brings out the bad qualities of a thing at 
the same time it is presenting its good quali- 
ties simply be attracting attention to the thing. 

“I’m going out to lunch now and_ get 
acquainted with the new reporter for the ‘Daily 


Scratch.’ I may be a little late getting back.” 





Mississippi Agents to Meet 
The annual convention of the Mississippi As- 
sociation of Insurance Agents will be held next 
Monday and Tuesday at the Buena Vista Hotel, 


3iloxi, Miss. Eugene Peresich, president of 


the Watson Agency, Inc., of Biloxi, is chairman 
of the arrangements committee. 
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SUNDERLIN’S LECTURES 
Numbers Thirty-Two and Thirty-Three of 
Series of Forty Have Now Been 
Published 


“Subrogation” is the subject of lecture num- 
ber thirty-two of the series of forty lectures 
by Charles A. Sunderlin on the Fire Insurance 
Contract. It has just been published by The 
Spectator Company, and is now ready for 
delivery. 

It is needless to suggest to the fire insurance 
world the vital importance of the right of sub- 
rogation to the insurers. The subject, of course, 
has oftentimes had the consideration of writers 
on the subject of fire insurance, but it is doubt- 
ful if the legal phases of the subject were ever 
before so analyticaly, concisely, and comprehen- 
sively presented from the standpoint of the 
business of fire insurance. The value of this 
booklet to the fire insurance world can hardly 
be overemphasized. It should be on the desk 
of every adjuster for daily represent. The com- 
panies, as a matter of good business, might 
well consider the purchase of these lectures in 
wholesale quantities for distribution among their 
representatives. 

The lecture is presented under these headings: 


(1) Definition, (2) Conventional subrogation, 
(3) Right of subrogation, (4) where insurer 
pays invalid claim, (5) assignment, (6) statutes, 
(a) recovery, (7) contribution between insurers, 
(8) measure of recovery, (9) insurer brings 
action, (10) satisfaction from third person, (a) 
insured cannot make settlement, (b) partial 


settlement, (c) recovery from insured, (d) 
waiver, (e) antecedent settlement, (11) rail- 
roads, (a) exceptions, (b) insurer pays 


indemnity as loan, (c) condition voiding policy, 
(d) court decisions, (12) mortgagor and mort- 
gagee, (a) court decisions, (13) vendor and 
purchaser, (14) payment of premium by owner 
for benefit of lienholder. 


“Insurer’s Liability” is the subject of lecture 
number thirty-three of the series of forty lec- 
tures by Charles A. Sunderlin on The Fire In- 
surance Contract. This lecture has just been 
published, and is now ready for delivery to sub- 
scribers by The Spectator Company. . 

It is really the first lecture for consideration 
in the series of lectures on fire insurance losses 
and adjustments, as it treats of the general lia- 
bility of the insurer on the policy. In other 
words, it lays the foundation for general con- 
sideration of the subject of fire insurance, and 
for dealing with the subject of fire insurance 
losses. This is one of nine lectures on the gen- 
eral subject of fire insurance losses and adjust- 
ments. 


The subject is presented under the following 
headings: 

(1) Definition, (2) Proximate loss, (3) Illus- 
trations, (4) Fire purposely maintained, (5) 
Illustrations, (6) Losses subsequent to fire, (7) 
Cash value at time of loss, (8) Illustrations, 
(9) Total loss, (10) Illustrations of total loss, 
(11) Foundation, (12) Partial loss, (13) Ques- 
tion for jury, (14) Measure of indemnity, (15) 
Time, (16) Building regulations, effect of. 
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The Importance of Safety Engineering Work 


By H. H. 


RICHARDSON 


Chief Safety Engineer, Standard Accident Insurance Company 


Safety engineering is an advanced step in in- 
surance inspection and service work. When 
safety work was in its infancy, it was neces- 
sary to give immediate attention to physical 
safeguarding because there was a high accident 
frequency due to physical hazards. Concen- 
trated efforts and engineering revision over a 
period of time have made decided reduction in 
accidents due to these causes, so that at the 
present writing approximately 20 per cent of 
industrial accidents can be charged to physical 
causes, and the remaining 80 per cent can be 
charged directly to unsafe practices. 

It is because of these reasons that safety 
engineering work has developed into an analy- 
tical problem large amount of 
education with the object of reducing the num- 
ber of accidents due to unsafe practices. The 
insurance busi- 


involving a 


importance of this work in the 
ness is indirectly shown to the 
pany through a reduction in loss and directly to 
the manufacturer who receives the greater bene- 
fits of increased production plus the advantages 
of credits obtained from the experience rating 
plan used by insurance companies. 

Analysis not only must be thorough, but must 
extend to the point of determining the real 
The practice of analyzing 


insurance com- 


source of accidents. 
accidents by cause has been non-productive in 
many instances in the past, due mostly to in- 
complete information and the assigning of a 
cause that is subsequent and not the real cause. 
This causes confusion and increased expense 
without accomplishment of results and, con- 
sequently, it is very evident that complete analy- 
sis is necessary. 

In manufacturing concerns where the prob- 
lem is studied and concentrated efforts are used, 
records and charts of accident frequency and 
accident severity are compared with production 
and cost curves. This comparison gives a 
month to month picture of the complete opera- 
tion indicating clearly how production increases 
with the decrease in accident frequency and 
severity. It is probably unnecessary to say that 
this is brought about by such things as smaller 
labor turnover, less lost time, less spoiled mate- 
rial, full production from machines which cuts 
overhead cost, and less interference with produc- 
tion. 

When manufacturers are given only an idea 
of safety work from an operative standpoint 
they are skeptical unless they consider the 
humanitarian. points; consequently the greatest 
success for all concerned is accomplished by 
thorough analysis supplemented by practical ap- 
plication strictly in accordance with the condi- 
tions that exist within an individual plant. 

It is through custom that this duty has fallen 
upon the shoulders of the insurance company 
when dealing with the general mass of industrial 
producers, resulting in the necessity of the in- 
surance companies maintaining a trained staff 
of engineers who can provide the fundamentals 
of this work to the manufacturer and show him 
how it is beneficial to him to take up the work 





and fit it into his individual industrial problem. 

Safety engineering is a modern development 
of the older sciences. It must be practiced in 
an analytical way that is practical and produc- 
tive, if success is to be obtained. Present-day 
methods consist chiefly of, first, the analysis of 
accident frequency; second, the analysis of ac- 
cident severity; third, comparison of frequency 
and severity with production and cost; fourth, 
the development of a so-called safety organiza- 
tions to put into practical use the things learned 
through analysis and comparison. Each one of 
the foregoing four points is a study in itself 
and involves many details. The purpose of this 
article is not to explain these details but to 
give a clearer idea of what insurance safety 
engineering work consist. 


Regional Plan of New York and Its 
Environs 

A vast project, which perhaps has not re- 
ceived the general attention which it deserves 
has been under way for several years under the 
title “Regional Plan of New York and Its 
Environs.” Its general purpose is to study the 
conditions in and about New York city with 
the idea of ending waste in cities, bringing 
order out of disorder, making convenience and 
thrift take the place of congestion and waste, 
and to realize the potentialities of commerce and 
of industry, as well as of beauty and comfort 
and pleasure. In brief, the whole subject has 
been defined as a problem of the proper adjust- 
ment of activities to areas. The Regional 
Plan of New York and Its Environs is in 
charge of a committee embracing Frederic A. 
Delano, chairman; Robert W. deForest, John 
H. Finley, John M. Glenn, George McAneny, 
Dwight W. Morrow, Frank L. Polk, Frederic 
B. Pratt and Lawson Purdy. 


Side Lines and Their Benefits 
(Concluded from page 36) 

ated 1 demand for protection on shipments made 
in this manner. Most of the companies writ- 
ing the class are willing to accept this coverage, 
but are charging double the ordinary rates. 

There is a very wide field for writing this 
class of insurance, as every financial institution 
is making daily shipments of securities and 
currency, and the only protection afforded them 
by the government is the fifty or one hundred 
dollar indemnity, which is but a drep in the 
bucket compared with the values being sent 
constantly through the mails. 

This form of insurance should be attractive 
to agents because of the elimination of all de- 
tail in handling after the account is first se- 


cured. All clerical work is done by the com- 
pany, and even the premiums are collected 
direct. Most companies send their agents a 


check for their commission semi-annually. 

The daily papers frequently report holdups 
and robberies of the mails. Losses also often 
from the burning of railroad cars or 
Pouches are 


occur 
buildings in which mail is stored. 
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often pilfered and contents of envelopes ¢. 
tracted; furthermore, mail many times gog 
astray and does not reach its destination. 





ParceEL Post INSURANCE 






Such policies cover merchandise sent by mail 
to an amount of not exceeding $100 if sent by 
ordinary parcel post, or $250 if sent by goy. 
ernment insured parcel post or registered mail, 
The contract covers the safe arrival of the 
property insured against loss or damage to 
package from any cause whatsoever (except a 
stated below) while within Continental United 
States and the Dominion of Canada. 

The policy does not cover money and securi- 
ties, merchandise sent on approval perishable 
merchandise (except against risks of fire, theft, 
and non-arrival only), packages bearing descrip. 
tive labels, or incorrectly or insufficiently ad- 
dressed, improperly or insecurely wrapped, 
packed, or fastened, or on which the postage 
is not fully prepaid, risks of war, riots, strikes 
or civil commotion. . 

Nearly all companies write this class under 
two forms—the coupon system and the monthly 
reporting plan. The coverage granted under 
each form is identical. The coupon system, how- 
ever, is better adapted to the needs of the small 
shipper, and the open policy to the concern hay- 
ing a very large volume of shipments. The rate 
for the open policy depends upon the nature of 
the merchandise to be shipped and the past 
experiences of the particular concern making 
the shipment. 

Ever since the postal regulations provided 
for parcel post shipments, there has been a de- 
mand for this class of insurance. The Act cre- 
ating parcel post went into effect January 1, 
1913, and that year there were 331,000,000 par- 
cels mailed, most of these emanating from mer- 
chants and manufacturers. At present there 
are several billion packages mailed annually, 
From these figures you can see that parcel post 
insurance has met a universal need. The tre 
mendous volume of these shipments has in- 
creased the hazard of losses from pilferage and 
breakage to a great extent. Each year the Post 
Office Department holds many auction sales of 
unclaimed parcel post matter. These sales are 
held in many of our large cities and tons of 
merchandise which never reach their destination 
are disposed of. Many agents have used these 
special lines as a means of developing new busi- 
ness. 

With very little difficulty, one agent was able 
to sell parcel post insurance to nearly all the 
various mercantile and manufacturing interests 
in his city. These sales served as an entering 
wedge which gave him the opportunity of sell 
ing the same assureds other lines of insurance 
with a much larger premium income. 

Another advantage in the lines of good ad- 
vertising found from writing this class was 
the prompt payment of frequent small losses 
incurred, which proved to be a decided im 
provement over experiences through the medium 
of the post office. One of the greatest advair 
tages to a merchant or manufacturer in this 
class of insurance is the elimination of the 
necessity of going to the post office to mail and 
insure each package. 
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